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Do Your Part in Correcting “the Lie” 


\ 7 E have never seen a correction catch up 
with a mis-statement though the press 
were deluged with page after page of ex- 
planation. The gunpowder was set off in the Asso- 
ciated Press despatch quoting J. Frank McElwain, 
president of the National Boot and Shoe Manu- 
facturers’- Association, in a statement which he 
never made. 

Like wildfire, the country over, the news spread 
that “the price of shoes would return to normal 
next May.” This is such a preposterous statement 
that every business man, no matter what his business 
might be, could instantly “nail it as a lie.” 

The question of what is normal is problematic in 
everything in life. It is obvious that the normal 
of 1914 can never be reached, for the entire world 
in the great war established a new cyele of civiliza- 
tion much removed from that of yesteryear. 

It would seem that throughout this country the 
shoe industry had pretty well established its case. 
The cost of shoes and leather is largely due to supply 
and demand and no sudden industrial and eco- 
nomic action can affect a natural condition—a gradual 
readjustment will come, providing no political and 
financial event precipitates a calamity. 

We are publishing in this issue the original mis- 
statement and we have evidences of its having 
reached all corners of the country through the tele- 
grams that have been fired into Boston since Wednes- 
day morning. 

Mr. McElwain immediately refuted the statement 
and has done everything in his power to get the 
newspapers of the country to publish an immediate 
retraction. 


Probably there is no industry in the United States 
that is more maliciously misinterpreted than the 
shoe industry. Probably also, there is no industry 
that is more sensitive to public opinion. The com- 
munication of inflamed reports between the customer’s 
pocketbook and the stock in the store is practically 
instantaneous. 

All of these factors are lessons in themselves to 
any individuals who would serve as prophets of 
prices of the future. It is dangerous stuff to trifle 
with. It is the T. N. T. of business and needs but 
the fulminated cap of publicity by telegraph to set 
the country ablaze. It goes still further. It tightens 
up the purchase of shoes by the anticipating mer- 
chant. It is bad stuff to handle in any form, especially 
now. It seems fairly logical to confine “speculations 
as to the future” to the narrowest circle of the busi- 
ness men within the trade. The public is not ready 
for it—never thinks that it applies to the future and 
always tries to make it apply to the present. 

We would like to have seen Mr. McElwain start 
an Ananias Club and to back it up by bringing suit 
for damages to the industry upon those parties 
spreading the mistruth. That might be a trifle drastic 
but some such lesson would make for accuracy in the 
daily press. History tells us that “the public be 
damned” was never uttered, yet the damages by 
that statement have been estimated at $1,000,- 
000,000. 

We cannot estimate the damages done by the 
dispatch of Wednesday. All we know is that it has 
aroused the merchants of the country as no similar 
statement has done in years. We get it from a number 
of sources somewhat after the fashion of the following: 
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“This morning’s paper publishes an Associated 
Press report of a speech given by Mr. McElwain, 
before the Shoe Wholesalers’ Association, in 
which he states that materials entering into shoes 
have dropped 20 per cent in the past few weeks by a 
stagnant condition in the market caused by the 
failure of foreign buyers to buy as strongly as they 
anticipated. He further states, according to the 
report, that this drop in price will be put in effect 
to the public April 1, 1920. According to our own 
experience and other dealers with whom we have 
talked, shoe prices are higher than ever before, and 
if this condition is true as outlined by Mr. McElwain, 
we cannot see anything but extreme disaster for 
such retailers who have placed large Spring orders, 
as we have done, and we are writing you for first 
hand information and advice in this matter. 

“Will you please look into this matter and let us 
hear from you very soon, as we wish to call a meet- 
ing of the shoe retailers of Erie for the purpose of 
taking action in this matter. 

“Tf the report is true, which we hardly think pos- 
sible, immediate action must be taken to protect our- 
selves. If it is not true the matter must be put into 
the right light before the people, because it has already 
made it harder to sell goods at the greatly increased 
prices we are compelled to ask.” 

* * * 

This is the time for a little extra discretion on the 
part of all men in the making of statements in the 
newspapers applicable to their industry; denunciation 
of misinformation should be emphatic and an under- 
standing with the local newspapers as to publicity 
should be effected. 

The merchant needs no self-justification, for his 
business is nationally honest to the public. He need 
fear no harm at the hands of investigators, but the 
imaginings of fertile minds thrown into the hot ink 
of a newspaper press irritates and makes more difficult 
his service to the American public. 





Which Shall Tt Be? 


E see looming up on the horizon indications of 
the development of a new short last of a French 
tendency and we see with its coming some measure 
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of danger to the valuable stocks now owned and in the 
shoe stores of this country. 

The short vamp was all right in its day, but that 
day was ten years ago and the stage last lived 
its short life and in passing caused many bad 


friends. 

This is absolutely no season for “out-doing the 

other fellow” on the basis of a freak development of a 
style in mid-season. The new French last should be 
discouraged. It is an extravagance unworthy of an 
intelligent age, when there are millions of dollars 
tied up in lasts, patterns, finished shoes and a whole 
season’s work in process of construction all the way 
from the traveling man’s order sheet to the finishing 
room. 
The “Recorder’s” viewpoint on the introduction of 
the new French last is in emphatic opposition to it 
at this time, believing that it is but the freakish 
creation of a season and worthy of much study 
before it is considered as a style tendency for the 
seasons to come. The trade has organized its style 
committees of the Allied Trades Council and it is 
for them to study out the safe path of a new style 
which radically changes the fundamental features 
of a shoe—the last. 

We have been noting, from time to time, the ap- 
pearance in high style of clever button patterns. 
We have seen these patterns in black leathers and 
in combinations. They return in something like a 
logical re-appearance of style, for they have been 
long enough out to be radically new in any stock. 
Granted that many small stores have found merchan- 
dising of buttoned shoes an irritating feature as far 
as adjustments go. But time brings back the 
styles of yesterday_and it is logical to expect 
them. 

Now which shall it be? If we must have novelties, 
and we must have change, let us take the lesser of 
two evils, if “evil” is the term that we like to 
use. 

Let us have buttons for Fall, 1920, in a moderate 
proportion and at a safe height. Indeed a change of 
pattern would be economically safer to an industry 
suffering under the H. C. of L. than such a radical 
proposition as a complete change of lasts. 
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Stop the Strikes 


E have hopes that every honest labor leader 

will answer the patriotic call of all America, 
“Stop the Strikes.” Every citizen has viewed the 
turmoil for the past year or two with a most 
serious- and growing concern, knowing that affairs 
are moving to a grand smash at a rapid rate. It is 
none too soon to check the progress of the radical 
and foolish and criminal elements; for radicals, fools 
and criminals are combining their activities as never 
before, and greatly endanger the main body of sober 
‘workers by their wild and ill-judged actions. 

All labor should again read that solid and unim- 
peachable truth uttered by the New York Federation 
of Labor when it said, “For trade unions to permit 
themselves to be brought under the influence and 
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domination of lawless agitators at this time of national 
stress is treason, not only to the principles of trade 
unionism, but to the United States itself.” 

It is refreshing and encouraging to see evidences that 
the sane and sober majority of American workers are 
asserting themselves, as against a turbulent, noisy, 
ignorant, insignificant minority, who have had far too 
much to say. Neither Mexico nor Russia is going to be 
adopted as the model for this country. 

The “Recorder,” in its industrial mission, did not 
go without its field to put into common-sense 
language “an open letter to the working man.” We 
take it now as our province to not only instruct the 
merchant, and through him to tell the customer, but 
to go back of the shoe manufacturer and to tell his 
workers the duty of production and the necessity of 
industry, application, thrift and sanity. 





Real Service Never Stops 


We are impelled by a fraternal 
sense of appreciation to acquaint our 
readers with “‘the spirit that wins.” 
For 73 years, the Dry Goods Econo- 
mist has never missed an issue. When 
the labor dispute in the printing 
trade stopped the presses, the entire 
staff from the president to the office 
boy licked stamps and ran multi- 
graphing machines to get out the 
weekly issue. We show the 14x84 
six-page publication which served to 
hold the communication between 
merchants and the editor and be- 
tween manufacturer and merchant. 

Illustrating the confidence held by 
the advertiser in the publication and 
in the fight to preserve the integrity 
of contracts and agreements these 
advertisements were bought and 
paid for at regular rates and came 
entirely unsolicited. 

The fight by the publishers of New 
York is the same fight prevailing 
nationally today. Preserving the 
integrity of agreements between 
labor and business organizations will 
score a worthy victory for all of us 
to prevent the spread of a malicious 
doctrine in every state and in every 
industry. 
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Associated Press Despatch Issued Oct. 14 





A Lie Nailed 








Shoe Prices To Be 
Normal by May A mis-quotation has gone 
™ the country over with phe- 
McElwain Says Present l d Th 
Rumors Are Baseless nomena speed. e state- 
sonenenen ment was never made. The 
New York, October 14—The high " e 
peak in the cost of hides and the pro- National President of the Boot | 
duction of shoe leather came on August 
15 and since that time has decreased at and Shoe Manufacturers’ As- 
least 20 per cent, according to J. Frank 
McElwain, president of the National M 1 ; 
Boot & Shoe Manufacturers of Scien, sociation is one of the safest 
ho spoke at a luncheon tod iven b one . 
ae Middle eee Shoe Wholesalers’ author ities of the industr y- 
Association, at the Hotel Astor. F 
Mr. McElwain, declaring that rumors 
to the effect that the cost of shoes was If your local newspaper ran 
i to soar until persons in ordinary cir- 
if cumstances could not afford to wear , ; 
pf leather footgear to be baseless, said he the first tiem, see to ul that the 
i expected by May, at the latest, the re- e e : 
if tail cost of shoes would return to some- denial us run, too. Fair play 
ht thing like normal. demands it! 














H In Denial and Explanation 
(Official Statement from J. F. McElwain) 


Announcement 


My remarks at the Middle States Shoe Wholesalers’ Convention in New York yesterday have been 


misquoted in the papers today. 

The fact is that there has been a decline of approximately 20 per cent in the price of hides from 
i the high point reached in August. It, however, must be borne in mind that shoe prices have never 
. reached the high peak represented by the August price of hides, and have in reality been based on hide 


values no higher, and in many cases considerably lower, than now prevail. 





Shoe factories have today a larger volume of orders on hand than can be taken care of during the 


next three or four months. During that period they will require a large quantity of hides, leather, and 


other supplies. Desirable leather is extremely scarce and cannot be quickly obtained. 


There is, therefore, no indication of a recession in the price of shoes in the near future. It is my 


opinion that shoe prices for Spring will be no lower than at present. 
J. F. McELWAIN. 
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*“~PROFITEERING BILLS’? FRUITLESS 


Little Possibility of Drastic Regulations Inter- 
fering with Natural Economics 


Washington, D. C., October — While Senator 
Ball’s committee is working over a bill designed to 
prevent “profiteering” in leather and shoes, with no 
report of progress so far, Senator New of Indiana has 
decided to dip into the leather question and is now 
conducting an investigation as to the truth of certain 
statements which have been made to him, tending to 
show that America is being made to bear the brunt of 
high prices for the benefit of our brethren of the 
League of Nations across the water. The Senator 
has been looking into the sugar shortage. He learned 
that the Japanese had cornered all the Hawaiian sugar 
crop this year and that the English had acquired about 
fifty per cent of the Cuban crop, leaving the United 
States to take what is left, which, he fears will be in- 
sufficient to prevent an actual sugar famine. 


Independent Investigators Busy 


In the course of his investigations he thinks he has 
found that a greatly similar situation exists with re- 
gard to leather and hides. He lacks proof of his facts 
and is seeking such proof from authoritative sources. 

Senator New said that among the assertions he is 
seeking to verify are these: 

That the American leather supply has been 
bought up by British interests, to the extent of 
perhaps fifty per cent of the total. 

That immense quantities of hides and 
leather have been shipped abroad within the 
last few months. 

That large quantities will be so shipped in 
the next few months, unless something is done 
about it. 

That shoes of excellent quality are now sell- 
ing in France at one-half the price brought by 
the same kind of stock in this country. 

He points out that definite and authoritative in- 
formation in regard to the situation is difficult to 
obtain, because of the lack of any governmental 
agency, such as the Sugar Equalization Board, which 
is in a position to know the facts. 

It is the Senator’s intention to gather such infor- 
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mation as he can and if he finds it justifies legislative 
action to recommend to Congress such measures as in 
his opinion may serve as a protection to the American 
public. 

No Real Action Suggested 


The belief is growing in Washington that the 
various bills for the curbing of high prices will come 
to nothing so far as practical effect is concerned. The 
threatened legislation to prevent alleged “‘profiteer- 
ing’ in shoes is particularly regarded as a fruitless 
attempt on the part of ill informed and advised states- 
men to prevent the operation of natural laws. If any 
definite program ever is announced, it is freely pre- 
dicted that it will have to travel a rocky road before 
both houses of Congress can be brought to see the 
wisdom of such legislation. 


MASTER SHOE REPAIRERS 


Association Formed October 14—Temporary 
Officers Elected 

The Master Shoe Repairers’ Association was formed 
on Tuesday evening, October 14, when a large num- 
ber of representative shoe repairers of Boston met at 
the rooms of the National Shoe Repairing Company, 
Otis Street. 

Temporary officers were elected as follows: W. B. 
McGrath, chairman; Robert W. Daly, of Daly- 
Williams Company, secretary; and George H. Lap- 
ham, treasurer. Plans were laid to have a meeting on 
the fourth Wednesday of each month at the Hayward 
Assembly rooms, Hayward Place, Boston. 


No New Developments in Strike 


Mr. Daly was asked in regard to the present strike 
of the Boston shoe repairers. He reports that there 
are no new developments. “The ultimatum,” said 
Mr. Daly, “was presented on October 7, which was 48 
hours. The men wish the 44-hour week. They are 
now working 52 hours weekly. We agreed to give them 
a 48-hour week, to include Saturday afternoon off the 
year around. We agreed to treat individually with 
the men in regard to wages; a man who is worth more 
money and shows a willingness to speed up we would 
be very glad to pay according to his output, but 
agreed to make no such arrangement of wages as a 
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whole. The argument of the men is this: that if the 
employers cannot afford to pay them any more on the 
prices now prevailing that we would have to charge 
the public more and give the extra money to them, 
but we feel that the public has been forced to pay 
higher prices long enough, so that the shop owners 





Ruling on Gymnasium Shoes 


If Especially for Games and Sports, and So 
Advertised, They Are Taxable 
(From Letter from Internal Revenue 
Commissioner) 

I beg to acknowledge receipt of your letter 
of September 2, 1919, with which you trans- 
mit a communication from Mr. Wm. Sum- 
ner Smith of Chicago, Ill., regarding the 
taxability of gymnasium shoes and ballet 
slippers. 

In reply you are advised that if a manu- 
facturer of gymnasium shoes holds them 
out and advertises them as being especially 
designed and peculiarly adaptable for use 
in a game or sport, the sale thereof by the 
manufacturer is subject to tax at the rate 
of 5 per centum as “‘sporting goods”’ under 
section 900, subdivision (5) of the Revenue 
Act of 1918. 

If, on the other hand, the manufacturer 
does not advertise the shoes in this man- 
ner, the sale thereof would not be subject 
to tax under the aforegoing section and sub- 
division of the Act. 

Before making a definite ruling, there- 
fore, it would be necessary for Mr. Smith to 
furnish additional information as to the 
character of the shoes in question, from 
whom purchased, and whether the manu- 
facturer of the shoes holds them out or 
advertises them as especially designed and- 
peculiarly adaptable for any game or sport. 

Ballet slippers are not taxable under the 
provisions of the aforegoing section and sub- 
division of the Act as articles of a game or 
sport, but are taxable under the provisions 
of section 904 (14) of the Act on the amount 
for which sold in excess of $10 per pair when 
sold by or for a dealer or his estate for con- 
sumption or use. 











have all decided to play a waiting game and let the 
men come to their senses. 

“They are not affiliated with any union or with the 
American Federation of Labor. They are not even 
able to get acharter. It is reported that a charter was 
given to them and after the heads had jumped up and 
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shown a very radical attitude that the charter was 
taken away from them, and their money refunded. 

“We feel that it is only a case of waiting a little 
longer, as many of the repairers have begun to feel the 
pinch of the higher cost of living, and will be glad to 
listen to reason.” 





BOSTON BOOT AND SHOE CLUB 
First Fall Meeting Its 201st Dinner 


The Boston Boot and Shoe Club held its first dinner 
of the season at the Copley-Plaza Wednesday, October 
15, with ranking officers of the State Guard as guests 
of honor. President William H. L. Odell praised the 
work of the guardsmen and Brig.-Gen. Samuel D. 
Parker, commander of the State Guard, spoke of the 
welcome moral and financial support given the guards- 
men by the subscribers to the fund for their benefit. 
A vote of respect to the memory of Charles F. Grover 
was passed; an optimistic letter from Fred S. Vogel 
was read, and the mis-statement by J. Frank McEl- 
wain’s remarks in New York was commented upon. 

The Rev. J. Edgar Park of the West Newton 
Congregational Church spoke on “The Irish Question 
in International Politics.’”” He stated that with a suc- 
cessful league of nations Ireland might obtain a 
position in the British Empire similar to that of 
Canada and become a neighbor whom England need 
not fear, but this happy state of affairs would not 
result until Ulster and the rest of Ireland had sunk 
their sectional differences and become more like 
Americans in their breadth of mind towards political 
questions. 


CHICAGO SHOE EXPOSITION 
Big Event for Week of January 5, 1920 


Arrangements are all ready underway for the semi- 
annual Chicago National Shoe Exposition which will 
be held at the Morrison Hotel the week of January 5. 

The first exposition was held at the Morrison 
Hotel July 7-11 under the management of the Chicago 
Shoe Travelers’ Association. The initial meeting 
proved such a brilliant success that its repetition as a 
regular semi-annual event was a foregone conclusion. 

The general plans of the January meeting will be 
along the lines of those observed at the former meet- 
ing. Five or more floors of the Morrison Hotel will be 
occupied by displays. Already the majority of manu- 
facturers and wholesalers who participated in the 
former meetings have expressed their intention of 
using space in the forthcoming meeting. 

President Frank King and Secretary Dave Davis, 
who were largely responsible for staging the former 
show, will again assume the burden of preliminary 
management for the forthcoming exposition. 

Each of these gentlemen will be pleased to furnish 
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any information relative to the forthcoming meeting 
to any manufacturer or traveling man who may desire 
to know any of the details of the general show. 


CLIO KID CORPORATION ORGANIZED 
Addition to “F. B. & C.”? Manufacturing Chain 


F. Blumenthal Company of New York has organ- 
ized another new corporation under the name of Clio 
Kid Corporation, under the laws of Delaware, with a 
capitalization of one million dollars. This company 
has been formed for the purpose of manufacturing 
cabrettas of all descriptions in black glazed, white 
glazed, colored glazed, and in dull. 

It will start operations at once and it is the idea of 
the company to make in this one line between 500 and 
1,000 dozens daily. 


RECLAIMED SHOES SOLD FRANCE 
Lot of 6,000,000 Pairs Sold by Army 


A witness appearing before the Graham Congres- 
sional Investigating Committee last week stated that 
in the blanket sale which was made recently to the 
French Government there were 6,000,000 pairs of 
shoes. Officials of the War Department who are in 
touch with this situation say that they believe that if 
there were 6,000,000 pairs of shoes sold, a large part 
of them were probably reclaimed shoes. They point 
out that the Europeans have purchased a large num- 
ber of reclaimed shoes for which a very high price has 
been received, in some cases as high as that paid in this 
country for new shoes. 


TO PREVENT “DUMPING”’ 
Excellent Law Proposed to Tariff Commission 


Washington, D. C—Senator Smoot of Utah has 
introduced a bill in the Senate to protect American 
business from “dumping” of foreign goods on the 
American markets. The bill has been referred to the 
Committee on Finance. It levies tariffs that will be 
prohibitive on imports to this country made to sell 
at less than cost of production abroad and with a 
view to injuring American business. The Tariff 
Commission is designated as the official body to 
administer the proposed law. . 





LOWELL SHOE MERCHANTS MEET 


Value of Organization Stressed—Also 1920 Con- 
vention—Local Association Planned 


On Tuesday, October 14, at 6.30 p. m., a stirring 
meeting was held in the Richardson Hotel at Lowell, 
Mass. 

The retail shoe merchants of that city came to- 
gether in goodly numbers to listen to discussions by 
other Massachusetts shoe men on topics which would 
make for better association work. 
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The meeting opened with a banquet, at which 
M. William Wood, general manager of the I. H. 
Morse Company’s stores, acted as toastmaster. Mr. 
Wood also acted as chairman of the meeting follow- 
ing the banquet. 

The invited guests were: W. W. Willson, chairman 
of the 1920 Convention Committee, who spoke on 
the “Value of Organization”—its benefits and what 
it is doing for the retail shoe merchant. 

C. A. Derr of Worcester took for his subject “Con- 
ditions Facing Us As Retail Shoe Merchants.” 

I. H. Morse of Lowell spoke on his work as chair- 
man of the Organization Committee of the National 
Convention. Mr. Morse also gave some facts which 





What Is Your Largest Single Sale? 


Boston reports as follows: At J. Andrews 
Company—$190. Consisting of shoes and 
findings for all occasions—Woman pur- 
chaser going South—Bought for personal 
wear. 

At Thayer McNeil Company—$120. Con- 
sisting of shoes for five children, three 
pairs each at $8 the pair, purchased by 
woman customer. 

We would like to hear from other sections 
of the country. 











he has been gathering regarding the Federal Trade 
Commission. 

Enslyn Gardner spoke on the 1920 Convention. 
It was voted to have the chair name a committee to 
lay plans for forming a local association. 


INTEREST IN POLITICS 


Massachusetts Shoe and Leather Men Aspire to 
Office 

It is commendable to notice how business men are 
more and more interested in the political organiza- 
tion of city, state and nation. In Massachusetts, the 
following men will come up for election on November 4: 

R. H. Long, Democratic Candidate for Governor, 
Commonwealth of Massachusetts; J. F. Ingraham, 
Jr., Peabody, Candidate for Governor’s Council; 
Walter T. Creese of Creese & Cook Co., Danvers, 
Candidate for Representative, and Frank Allen of 
Winslow Bros. & Smith, Norwood, Mass., Candidate 
for State Senate. 


FACTORY OPENING 
Donn D. Sargent Company Plant Inspected 
Donn D. Sargent Company of Salem held the 
official opening of their factory on Friday night, last. 
An entertainment and dance followed by the inspec- 
tion of the factory took place. 
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Classes in Foot Fitting and Foot Comfort Giving Held in New England by the Scholl Manufacturing Co. 


A Study of the Foot and Its Comforts 


New England Shoe Merchants Determined to Better “Understanding’’ 
of Foot Sufferers 


OOT Comfort Courses for the various centers 

of New England are being conducted by J. W. 

Scott of the Educational Staff of the Scholl 

Manufacturing Company, who is assisted by Messrs. 

H. C. Macdonald and J. L. Macdonald, both widely 
known among Eastern retail shoe merchants. 

In connection with the Educational Drive all over 
the United States, schools have been held thus far in 
New England at Providence, R. I., Boston, Spring- 
field and Worcester, Mass. In each of these cities, 
large and enthusiastic bodies of students have been in 
attendance from the leading stores in the entire sur- 
rounding districts. Associations of retail shoe mer- 
chants realizing the effect of these courses in advanc- 
ing the standing of their craft have co-operated and 
each class has been made up of a splendidly repre- 
sentative body of men from the trade—proprietors, 
managers, buyers and salespeople of both sexes. 

In Providence the Retail Shoe Merchants’ Associa- 
tion took an active interest in seeing to it that shoe 
men were made aware of the opportunity presented 
for gaining expert knowledge of this vitally necessary 
part of the equipment of ashoeman. The attendance 
at the sessions was large and made up of shoe people 
from all over the State. 

In Worcester, Mass:, the shoe buyer of the big 
department store of Denholm McKay & Co. set an 


example for the entire force, who responded to the 
last man—or rather boy. Managers and salespeople 
representing practically every wideawake shoe store 
in greater Worcester were present and were enthusi- 
astic in their approval of the work carried on. 





A Heel Novelty 


Venus Detachable Aluminum Heels Recently 
Placed on the Market 


The detachable heel is a feature which is being 
adopted by many shoe stores throughout the country. 
The Venus is a detachable aluminum heel which can 
be removed from the shoes when they are worn out 
and adjusted, to another pair. With proper care, the 
claim is made that they will last a lifetime. They are 
made in all colors to match perfectly every shade of 
leather in two sizes, which will fit all sizes of shoes. 

As the name “Venus” would indicate, this is a 
Louis heel for women’s dress shoes. 





Death of Daughter of A. C. McGowin 


A. C. McGowin of Wanamaker’s, Philadelphia, has 
suffered the loss of his daughter, Mrs. McDonald, who 
died at her home in Pittsburg. The entire trade 
extends to him sympathy. 
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Tanners’ Council of the United States 


Annual Meeting Held at Chicago, Octobér 16 and 17---Hide and 
Leather Conditions Explained---Officers Elected 


the United States of America was held at the 

La Salle Hotel, Chicago, on October 16-17. 
A greater number of Eastern tanners than ever before 
attended a convention in Chicago, as well as almost 
all Central Western tanners, together with visitors 
from the Pacific Coast, were present. 

A very attractive program was arranged for the 
occasion and a large number of important matters 
were discussed pertaining to the welfare of the Council, 
as well as the tanning industry at large. The first 
day’s session opened with a luncheon at 12.15 noon, 
which was held in the grand ball room of the hotel. 
Frank G. Allen, acting president, made the opening 
remarks, after which the reading of the address of 
President F. A. Vogel, now absent in Europe, was 
read. The report of the Tanning School Committee 
was made by L. J. Robertson, vice-president of the 
Tanners’ Council and chairman of the Committee.on 
the Tanning School. Then followed the report of the 
Treasurer, H. I. Thayer, the report of the Secretary, 
E. A. Brand, and informal discussions by the group 
chairmen. 


A he: annual meeting of the Tanners’ Council of 


Principal Activities of the Council 


“‘The four principal lines of work which the Council 
is doing at the present time are: (1) Assisting mem- 
bers in developing their foreign trade; (2) establishing 
uniform cost accounting methods in the various 
branches of the industry; (3) rendering service by 
studying accident prevention and sanitation in tanning 
establishments; and (4) compiling monthly and daily 
statistics of leather production and raw stocks. For 
each branch of this work there is a trained expert who 
is thoroughly familiar with his particular task. 

“Probably one of the most alert things which the 
Bureau has recently done is picking up several weeks 
in advance of every one else a printed notice in an 
Indian trade journal about the proposed plan of the 
Indian Government to impose export duties and a 
licensing system on hides and skins to all countries 
other than Britain and her possessions. 

‘Another thing deserving of comment is the action 
taken in having freight rates on hides and skins and 
tanning materials between the River Plate and United 
States ports restored after the Shipping Board has 
raised them. 

“Finally, the Bureau had been very active during 
the past four or five months with the Department of 
State in securing changes in European import and 
export restrictions on leather, hides and skins.” 


At the Divisional Meetings of October 16 


At the Division meetings, which commenced at 
3.15 p. m. on Thursday, October 16, the chairmen of 
the various groups met and‘ discussed matters of 
general interest pertaining to their particular group, 
as follows: Sole and Belting Leather, H. F. Lesh; 
Upper Leather (Eastern Division), H. I. Thayer; 
Upper Leather (Western Division), A. H. Vogel; Har- 
ness Leather, Frederick Carlisle; Glove Leather, R. 
M. Evans; Goat and Cabretta Leather, C. P. 
Vaughan: Upholstery Leather, R. C. Good; Patent 
Upper Leather, C. Q. Adams; Sheep and Lamb 
Leather, W. R. Fisher; Specialty and General Utility 
Leather, Richard Young; Bag and Strap Leather, 
B. V. Harrison. 


Informal Discussions on Foreign Trade and 
Other Subjects 


On Friday, October 17, from 9.30 to 12.30, informal 
discussions were held on “‘Accident Prevention and 
Sanitation,” the discussion being led by P. E. Foer- 
derer, chairman of the Industrial Committee. This 
discussion was also participated in by R. S. Bonsib, 
director of the Industrial Bureau of the Tanners’ 
Council. Mr. Bonsib suggested that in order to elimi- 
nate accidents, it is necessary to tabulate the causes 
so that knowing the causes, remedies may be applied. 


Mr. Bonsib also stated that, taken as a whole, the’ 


health of the tannery workers stands high, but that 
it could be greatly improved without much expendi- 
ture. On fire protection, he emphasized the import- 
ance of having fire extinguishers in conspicuous 
places. 


“Cost Accounting’’—Discussion Led by R. H. 
Zinn 

R. H. Zinn, chief of the Cost Accounting Bureau, 
spoke on “Profits.” “During the past six or eight 
months,” said Mr. Zinn, “‘all of you have given little, 
if any, attention to costs. They have taken care of 
themselves, but you have been deeply interested in 
your sales and profits, which likewise have, during this 
period, taken care of themselves more or less. The 
time is not far distant when you will be eager to know 
exactly what your total costs are, especially when the 
high-priced hides come through. This is and will be 
imperative, because your profit is only the difference 
between your total cost and your selling price and 
therefore is, or should be, dependent upon your cost. 
Cost is a result of actual expenditure in your tannery. 
Cost being a result, you cannot alter or change it, 
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except you first change the cause, which necessitates 
either a reduction in the price of your raw materials, 
wages, a change in operations or increased efficiency. 
You must first know what your cost actually is, 
which must be so separated or departmentalized that 
you are able to see just where improvements or 
changes should be made.” 


The Foreign Trade Discussion Led by J. W. 
Helburn, Chairman 

J. W. Helburn of Helburn Thompson Company: 
Salem, Mass., led the foreign trade discussion. Mr. 
Helburn is chairman of the Foreign Trade Committee 
of the Tanners’ Council. 

Others who participated were: C. W. McNeely of 
Perkins & McNeely, Philadelphia, chairman of the 
Export Managers’ Committee, Philadelphia; J. R. 
Arnold, chief of the Foreign Trade Bureau; L. H. 
Nelson, chairman of the Export Managers’ Com- 
mittee, New York; L. W. Crush, chairman Export 
Managers’ Committee, Chicago; T. J. Murray, chair- 
man Export Managers’ Committee, Boston; H. E. 
Olsen, Editor of ““Export Recorder,’’ Boston. Only 
one hour was assigned to this topic. The discussions 
from the floor were of necessity concise and consisted 
of the following: Foreign credits and the exchange of 
credit information; foreign advertising, covering the 
use of trademarks, participation in foreign exhibitions, 
etc.; discrimination of foreign governments against 
American leather, covering the Indian export duties, 
etc.; distribution and utilization of foreign trade 
information secured by the Council. 

Later in the day the men mentioned above and 
others interested in export problems held a special 
conference. It was felt that this meeting presented an 
unusual opportunity for the export chairman from the 
several cities to get together in a general conference 
with officials of the Foreign Trade Bureau. 


National Industrial Problems Treated by D. R. 
Forgan 
At 1 p. m., October 17, “National Industrial Prob- 
lems’’ were treated by D. R. Forgan, president of the 
National City Bank, Chicago. 
“Conditions in the Hide and Leather Trades” was 
the subject of a paper delivered by August F. Vogel of 
Pfister & Vogel Leather Company. 


“Conditions in Hide and Leather Industry” 


Mr. Vogel said in part, ““The record of our associa- 
tion during the war period was marked for its patriotic 
service and has called forth hearty commendation of 
Government officials. Throughout the war, our raw 
material prices were maintained on a very conserva- 
tive basis with correspondingly low prices for leather 
and our dealings with the Price Fixing Committee 
were at all times harmonious and mutually helpful. 
Fault was. generally predicted that a period of de- 


BOOT AND SHOE RECORDER 


Oct. 18, 1919 


pression would rule during the interval of the armistice 
and the signing of the peace treaty. The early part of 
the year showed plainly that such impression was 
erroneous, as both the foreign and domestic demand 
for our products was so urgent that increased activity 
resulted, followed by an extreme advance in all raw 
materials. 

‘Prices hitherto unknown were reached and tanners 
in spite of the risk involved and warning on the part 
of leaders in the industry continued to follow the 
market upward to enable them to supply a constantly 
increasing demand for their product. Lack of ocean 
tonnage and the long-drawn-out strike in the Argen- 
tine curtailed foreign supplies of raw material at the 
very time when supplies were most needed. The 
higher cost of shoes so generally advertised by the 
press received recognition far and beyond its just 
desserts and was referred to more frequently by legis- 
lators and the public than any other commodity in 
the discussion of the high cost of living. 


Advanced Prices Continued Until First Part of 
August 


“In spite of curtailment in workings and most 
conservative buying, prices continued to advance until 
the fore part of August. ; 

“In September, a sharp break in raw material 
prices occurred and upper leather prices declined pro- 
portionately. During the period of advancing prices, 
upper leather, with the exception of heavy work shoe 
leathers, was advancing proportionately, and sold on 
a replacement basis. Sole leather, on the other hand, 
was marketed on an average hide cost basis, and it 
will be interesting to note whether future market con- 
ditions will justify such policy. From all information 
obtainable, European countries have increased their 
sole leather capacity relatively to a larger extent than 
upper, and the present foreign demand is largely for 
the medium and better grades of upper leather. 


Foreign Exchange Situation Is Serious 


“The foreign exchange situation is at present the 
most serious adverse.factor in our trading relations 
with Europe. Unless we can find an early and ade- 
quate solution of this problem, our exports of manu- 
factured goods are certain to suffer and show a con- 
siderable decrease. The effect of the present exchange 
rates is already manifest in the decreasing value of 
foreign business. During the war, our Government 
loaned our Allies approximately ten billions of dollars, 
almost all of which was spent in this country in the 
purchases of foodstuffs, raw materials and manu- 
factured products. Europe’s appetite still exists, but 
they lack the means to satisfy it. 

“Aside from the moral obligation to assist Europe 
during the reconstruction period, we have the great 
economic obligation to preserve our own welfare, 
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which can only be accomplished by a combined effort 
of our exporters and bankers with the assistance and 
under the supervision of the Federal Reserve Board. 
Long-term credits are necessary, which the individual 
cannot grant but to a limited extent. 

“There are, however, in all important European 
countries financially sound banks and business enter- 
prises to whom credit can be extended after the con- 
clusion of peace, by well financed American banking 
associations and exporters. 

“In the final analysis, the exchange situation will 
have to be adjusted by the exchange of commodities 
and service, but this condition cannot be reached until 
Europe’s labor is again fully employed, and necessary 
raw materials are at hand. Gold shipments under 
present conditions will not help us, as we already hold 
over half the world’s gold supply, and we will derive 
greater benefit by re-establishing sound financial con- 
ditions abroad than by further decreasing their gold 
reserves. 


Peak of High Leather Prices Passed 


“In conclusion, it is my opinion that we have passed 
the peak of high prices, and that the coming year will 
show a gradual decline with no prospect, however, of 
reaching the pre-war level. Reduced working hours 
and efficiency in conjunction with the wastage of war 
leave us little hope for any marked reduction. As an 
industry, we should strive for the best possible indus- 
trial relations, for only in this way can we hope to 
increase our output in quality and quantity. Strikes 
and lockouts are wasteful, and benefit neither labor 
nor capital. It should be our constant aim to raise 
the standard of our employes and win their confidence. 
To do this effectively, they must understand the 
language and spirit of our country. Much of our 
present labor disturbance is directly traceable to the 
power wielded by the unscrupulous labor leader over 
the ignorant foreigners. 

‘During the war we have gained a solid foothold in 
the foreign markets of the world for American leather; 
let us strive to maintain a permanent supremacy by 
the quality of our product and the highest business 
standards.” 


Lecture on Tannery Products and Leather 
Research Remarks 


An illustrated lecture on tannery products was 
given by A. H. Gallagher of the Tanners’ Product 
Company. 

G. L. Terrasse, recently appointed director of the 
. American Leather Research Laboratory, stated in 
part that it becomes interesting to speculate what the 
results would be should another mineral tannage be 
developed equal to or better than chrome tannage, 
and if among the one hundred thousand individual 
organic products known there should be perhaps one 
which would make our vegetable tannages obsolete. 
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“Can we,” said Mr. Terrasse, “perhaps bring one true — 


synthetic tanning within commercial possibilities 
while our ordinary tan unit is hovering near the fif- 
teen-cent level; and if perchance we might take our 
fifty-cent hides and make them go ten times as far and 
for fiber call upon our trees and shrubs. Analysis of 
necessity usually precedes synthesis, and I fear that 
some of our leather chemists even have never reached 
the synthetic stage. 

‘At present we are interested in how soluble is hide 
substance in the various common. materials of the 
tanyard. Development should take place along the 
line of comprehensiveness, rather than to multiply 
the distinctive fields in the laboratory. It would seem 
wiser to do more chemical work, as the force is in- 
creased, rather than to attempt an extension into 
bacteriology and biology. In closing, permit me to 
point out a good start, even though a modest one. 
On this, let us build as quickly, extensively and intel- 
ligently as is humanly possible; a complete failure is 
no longer possible.” 

A fine collection of French leather samples—the 
kinds now in most demand—which was furnished by 
Norman E. Hertz, Trade Commissioner of the De- 
partment of Commerce who is now in Europe, at- 
tracted much attention. 


British Shoe Delegation Present 

Another feature of the convention was the presence 
of the delegation of five of the important British shoe 
manufacturers which is now in this country: Messrs. 
Alfred Lovell, Walter W. Cann, George Barnes, J. C. 
Cook and A. W. Hollister. These shoe manufacturers 
are now touring the principal centers of the United 
States and are being welcomed by committees of 
tanners and shoe manufacturers in each city visited by 
them. 

Election of Officers for 1919-1920 

At the luncheon on Friday afternoon, October 17, 
announcement was made of the officers elected for the 
year 1919-1920, as follows: President (re-elected), 
Fred A. Vogel, of Pfister & Vogel Leather Company, 
Milwaukee; first vice-president, L. J. Robertson, of 
L. F. Robertson & Sons, New York; second vice- 
president, C. F. C. Stout; third vice-president, E. G. 
Howes; fourth vice-president, M. H. Slosson, of N. R. 
Allen’s Sons Company, Kenosha, Wis.; treasurer 
(re-elected), Harry I. Thayer, of Thayer, Foss & Com- 
pany, Boston; secretary, E. A. Brand (re-elected). 


Peace and Good Will 


At Christmas time of all times, the windows should 
be clean, the stock orderly and attractive, and every- 
body cheerful. At the gift buying season, society is 
celebrating the birth of the Christ Child. It should 
mean more than mere merchandising. It should 
mean “Peace on Earth, and Good Will toward Men!’’ 
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merchants of New Hampshire was held at the 

New Eagle House, Concord, on Monday, Octo- 
ber 13. The convention opened at 1 p. m. with Vice- 
President Benjamin Lowe of Derry in the chair, the 
president, Walter C. Roose, being absent on a trip to 
visit his store in. the Southwest. The meeting was 
attended by thirty-four progressive merchandisers of 
the Granite State. 

The discussions presented were on matters that 
vitally affected the best interests of every merchant. 
Resolutions were passed voicing opposition to the 
Siegel, Jones and Stephens-Ashurst bills. It was 
voted to send a copy of these resolutions to every 
member of the association requesting him to write a 
personal letter to his congressman, protesting against 
their legislation. 

Hovey E. Slayton, president of F. M. Hoyt Shoe 
Company, Manchester, took for his topic, “My 
Advice to You as Shoe Merchants.” In his remarks 
Mr. Slayton touched on the high cost of living. He 
said that the prospect of prices coming down reminded 
him of a story which has been told of a man who 
waited and waited to buy at the bottom prices and 
after much waiting finally bought at the peak figure. 
The man consequently felt that he was very much out 
of luck and had lost out. Mr. Slayton emphasized 
the value of store windows as selling attractions in 
bringing customers to the store. 

W. G. Dennison, advertising manager for Rice & 
Hutchins, Inc., spoke on ‘Value of Organization.” 

Enslyn Gardner, the secretary, 1920 National 
Convention Committee, spoke on the advantages of 
becoming a firm member in the National Association. 
As a result of this talk, Mr. Gardner secured several 
applications for firm membership. Secretary Gardner 
gave an outline of the program for the January 
meeting. 

The meeting adjourned at 5.45 for dinner. It was 
the consensus of opinion that it was certainly “‘one 
good feed.”’ The speakers at the banquet were Arthur 
B. Morrill, who was introduced as the next governor 
of New Hampshire; I. H. Morse of Lowell, and C. A. 
Derr of Worcester. : 

Mr. Morse spoke of getting men in their home towns 
to join the National Association and attend the Janu- 
ary convention of the National Shoe Retailers’ 
Association. 

Mr. Derr touched on the association work; empha- 
sized the importance of attending the convention in 
January and complimented the New Hampshire shoe 


7s. first annual convention of the retail shoe 
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Granite State Shoe Merchants 


Meet in First Annual Convention---Oppose Pernicious Shoe 
, Legislation ; 


merchants on their good work in forming the State 
Association. Messrs. Derr and Morse are known as 
the champion boosters of organization. They infused 
enthusiasm into the gathering so that all present felt 
inspired to go forth and accomplish big things in the 
way of better individual and co-operative work. Dur- 





Defeat the “Stamping’’ Bills 


New Hampshire Shoe Merchants’ Associa- 
tion Hits at Current Problems 


Resolved: That The New Hampshire Retail Shoe - 
Merchants’ Association in assembly today, Octo- 
ber the thirteenth, nineteen hundred nineteen, 
urge your untiring efforts to defeat the Stephens- 
Ashurst and Siegel bills, now under consideration 
in Congress. 
The former calling for the Manufacturer stamp- 
ing the Retail Price on shoes. 
The latter calling for the Cost Price to be stamped 
- upon the shoes, so that the consumer will know 
what the Merchant pays for his merchandise. 
This cost not to include the overhead or selling 
expenses. 
Such laws, if they become operative, will work 
untold hardship and gross injustice upon every 
retailer in the country, if not proving entirely 
fatal to many dealers. 
No Manufacturer can determine a retail price 
that will meet the selling conditions in different 
parts of the Country, as overhead and selling 
expenses vary in the smaller cities from those in 
the large cities. 
The latter bill will invite argument and result in 
misunderstanding in almost every transaction, 
for the cost price will reveal the advantage the 
large store has over the smaller one. The volume 
of business in a small store is smaller than that 
of a large store and the per cent of profit must be 
greater than the large store; therefore the public 
will be influenced to deal at larger stores because 
that dealer does a large volume of business and 
ean do it on a smaller gross profit and this will 
mean ruin to the smaller dealer. 
WE THEREFORE URGE YOU TO VOTE 
AGAINST THESE BILLS: THE INJUSTICE 
OF WHICH WE FEEL SURE YOU CAN SEE. 











ing the dinner, the Capital Quartette rendered excel- 


lent music. 
The meeting adjourned at 7.45 in order to allow the 


out-of-town members a chance to catch the last train 


going south. 
The next meeting will be called by President Roose, 


the date to be arranged by him. 
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The Modern Shoe Store, N o. | 


Features of Service Analyzed by the “Recorder’’ as an Aid to 
“Better Stores’’ 


From Time to Time Other Stores Will Be Diagrammed for the Information of New 
and Progressive Shoe Merchants 


idea of the new shoe store of C. M. Stendel, 

606 Nicollet Avenue, Minneapolis, Minn. - 
Looking at the picture of the store front, a feature 
which will be noticed is the arch made of cragstone. 
The signature cut in the green leaded glass is made of 


[ve illustrations shown will give our readers an 


white porcelain letters. At the base of the windows ~ 


and around the base of the store, including the two 
shoe cases in the front of the store, there is a border of 
green antique marble. 

The floors of the show windows are parquet floors 
with mahogany borders. The windows leading from 
the store to the show cases are quarter inch beveled 
plate set in nickel-plated bars. The panels in the 
windows are finished in egg-shell ivory with mahogany 
panels. The entire display is made up of beveled 
plate-glass fixtures. The illumination in the windows 
consists of thirty-four one-hundred-watt lamps with 
X-ray reflectors. 


Nineteen feet from the front of the window to the - 


door is the entrance. The windows proper are forty 


- inches wide and the floor space in the vestibule is 


11% feet wide by 15 feet to the jog and 40 inches 
more to the doorway. 

Stepping into the store, we find two show ¢ases by 
the door 5 by 3 feet in L shape—the one to the left 
displaying hosiery; the one to the right displaying 
findings and polishes. .The selling space to the rear is 
68 running feet, and underneath the shelving to the 
height of 22 inches there are illuminated show cases 
the full length of the store on either side equipped with 
X-ray twenty-five watt midget lamps eighteen inches 
apart. 

The store is fitted with a basket carrier system 
consisting of six baskets. All change and wrapping is 
handled in the balcony. The chairs and fitting stools 
are mahogany, and the shelving and balcony are 
finished in Circassian walnut. 

See pages 47 and 49 for detailed study of service 


features. 


Hints and Helps to Selling 
Holiday Season Ahead---Lay Your Plans Now 


Don’t do your Christmas advertising in a rush. 
Remember you will have a mighty big audience, and 
it’s up to you to prepare your talk on the printed page 
so that it will interest the greatest number and carry 
conviction. 


Get ‘*’Em”’ in Mood to Buy Early 


When your patrons are indifferent and show small 
tendency to be pleased by anything you show them, 
remember that you have one piece of ammunition in 
your belt which you can always use to good purpose. 
Appeal to their imagination. Talk about your goods 
from the standpoint of the benefit, advantage, or 
pleasure they will give. 


Get the Ideas Now 


When you come to an especially bright or usable 
idea which you think you can employ in your every- 
day business, don’t say to yourself, “I must remem- 
ber that.”” Clip it and paste it. The very act of 
doing this will help you to remember. 


Don’t over-urge the sale of goods at Christmas 
time. Of course you are anxious to dispose of them. 
—that is what you bought them for—but over-urging 
will drive away more customers than indifference. 


Keep Regular Hours 


Those who literally revel in statistics tell us that 
over-weariness increases the carelessness of employes 


~ from eight hundred to one thousand per cent. Are 


you requiring too much effort from those on your pay 
roll? Are you particular as to the regularity of their 
meal hours? Do you provide reasonable conven- 
iences to save their strength? Fatigue is a poison! 
Why poison your force and increase the chances of 
carelessness by unnecessary weariness. Your bank 
account will shrink in the same proportion. 





If you want to interest your trade—genuinely in- 
terest them, in any line of goods, set about making 
your clerks enthusiastic over that same line. A little 
fire will kindle a great matter. 
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season we have had in years. The present 
season’s volume of trade is a forerunner of 
heavy Christmas sales in shoes and their accessories. 
The progressive retail shoe merchant is alive to the 
necessity of making his windows a magnet for the 
passer-by. 
The window having accomplished its object the 
interior should “‘carry on” with an artistic arrange- 
ment. 


C HRISTMAS, 1919, promises the biggest holiday 


Novelties in Papier Mache Flowers 


The effectiveness of novelties in papier mache 
flowers, vines and foliage cannot be overlooked. The 
poinsettia and other Yuletide flowers in bunches, 
sprays and wreath effects make attractive settings for 
the beautiful dancing pumps and slippers which will 
be shown in profusion at this time of the year. Never 
were dancing and receptions more popular than at the 
present time. This is the season of rejoicing. Pros- 
perity is with us; the public as a whole was never 
better supplied with money; there is no reason why 
the holiday season should not be a record breaker 
from the dollars and cents standpoint. 


Scenic Backgrounds of Winter Effects 


Wood fibre board blocks with beveled edges make 
a worthwhile flooring for windows. Every display 
man knows the appropriateness of silk cloth and 
velours for draping effects. Scenic backgrounds of 
Winter pictures, not forgetting the ever popular 
Santa Claus and Reindeer effect, may be used to good 
advantage. Then there are the wicker effects in 
stands and wicker lattices which may also be adopted. 
Wicker goods in baskets, lamp frames, vases and 
tables may also be sold as a side line. 


Artificial Snow an Effective Trimming 


Artificial snow makes a pretty trimming. A hand- 
some background made of wall board and finished 
crystal granite with open work panels, each side 
backed with transparent floral sheeting, in any de- 
sired color, may be used. The lighting units with 
illuminated shades are in good taste. These come in 
any color and any height. 


Bird and Patriotic Cut-Outs Appropriate 


A bird trimming, parrots, blue birds, swallows, 
robins and American Eagle effects are very beautiful. 
Patriotic decorations were never more appropos 
than at the present time—such as bas reliefs, 
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Christmas Decorations 


A Timely Tip on Attractive Store Windows and Interiors for the 
Holiday Season 


placques of the great statesmen, shields and statues. 
Then there is the dove of peace, which with a back- 
ground of flooring of snow would stand out effectively 
at Christmas time. 


An Elaborate Season with Rich Creations 


This is such an elaborate season when rich crea- 
tions, especially in wemen’s apparel, arein evidence 
that the peacock makes an attractive decoration with 
its rich tints. Crepe paper butterflies in natural 
colors scattered about the window or interior of a 
store will produce very natural decorations. 

Feather fans may be used to add a Paris touch to 
the shoe store windows and interiors. Almost every 
woman of fashion owns a feather fan in the rich tones 
of nasturtium colors, green and burnt orange shades. 

Peter Pan and baskets in different colors decorated 
in modern art style give a “smart” touch to store 
exteriors and interiors. 


Special Departments for the Holidays 


A feature which one shoe merchant put into opera- 
tion to advantage during the holiday season was a 
Toy Department. This could be announced through 
window decorations. Another merchant  success- 
fully adopted a novelty counter devoted to attractive 
articles in leather goods such as purses, cigar holders, 
razor cases, traveling cases and bags in cloth and vari- 
colored beads. The value of art chairs and benches 
cannot be overlooked. These are inexpensive and 
may be sometimes used to display merchandise. 

Hosiery, both in silk and wool, should be promi- 
nently displayed in both windows and interiors. 


Feature Buckles and Hosiery 


The buckle display cannot be over-estimated. 
There has been a persistent call for buckles in every 
arrangement of glittering and ornate designs. Buckles 
make beautiful window trimmings. Your hosiery 
department can be emphasized in the store window 
as well as in the interior in connection with the shoes 
displayed. Glass pedestals make very beautiful 
stands on which to show this merchandise. 


Keep Staff Informed 


The Christmas stock is likely to include a good 
many novel, unfamiliar‘items. Don’t make the mis- 
take of permitting your assistants to be ignorant of 
these new goods, their points of excellence, their price, 
and their location. 
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Original Hallow’een Store Stunts 
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Use Seasonable Cards for 
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Buying and Selling Expense 


What the Bureau of Business Research of Harvard University Says on 
These Important Items 


BUYING EXPENSE 


Buying expense is an item kept by scarcely any but department stores, and with them it is seldom a 
true buying expense, because the buyer’s salary or commission usually includes services for selling or 
the directing of selling and also for management. 

It is interesting to note, however, that we have found a tendency for estimates of time devoted to ° 
buying (which includes the looking over of stock records and of size-up sheets as well as the inspection 
of samples) to center about certain proportions according to whether in a rough way the yearly sales are 
above or below $50,000. With the proprietor’s or manager’s salary or drawings distributed in the same 
proportion, a surprisingly uniform percentage of buying expense results, no matter what the sales or 
the expense may be. 

This percentage ranges from 0.8 to 1.8 of the net sales. The Bureau has percentages ranging from 
0.3 to 3.1, but the minimum does not comprehend the full buying expense as defined above, and the 
maximum is for department stores and not comparable for reasons already noted. The figures at present 
seem to center about 1.1 per cent, with a marked concentration of them between 1.0 per cent and 1.3 
per cent. Some interesting comparisons could be made with some department store buying expense 


figures in their shoe departments. 





SELLING EXPENSE 


The very mention of this item is almost a sufficient argument for the necessity of a uniform account- 
ing system—so many opinions prevail as to what constitutes selling expense. Though the boundaries 
between buying, selling and management are not clear and distinct, but shade into each other, the main 
elements of each of these can be distinguished according to sound theory and practice, and if those nearer 
the line have to be divided somewhat more arbitrarily, just as in certain railroad accounting items, it is 
vastly better to do so when the advantages of accurate comparison are considered. 


SALARIES AND WAGES OF THE SALES FORCE 


The percentage of salaries and wages of the sales force as defined in Publication 10a has been en- 
countered ranging from 5.0 to 10.3. Percentages as low as 4 and as high as 13 have been eliminated be- 
cause of doubt of their being genuinely comparable and because of insufficient opportunity to verify their 
accuracy. There appears a marked concentration of the figures between 7 per cent and 8 per cent in cities 
of more than 100,000 population. It is sufficient, indeed, to point to a standard of 7 per cent. It may be 
possible to attain 6-per cent in cities of this size. The Bureau has eleven percentages running between 
6 and 7, but in the light of its present knowledge 6 per cent would be very thoroughly investigated before 
being accepted as complying with the definition laid down by Publication 10a. 











Bonus System of Extra Payment to Retail 
Shoe Salesmen 


Round Table Discussion Before the Mountain States Retail 
Shoe Merchants’ Convention 


based on the assumption that the salaries of make his salary 7 per cent of his sales. By way of 
salespeople should be in our line of business illustration: Let us take the case of a salesman who is 
paid a salary of $25 a week.. There being four and 
who sells enough merchandise so that his salary is less one-third weeks in a month, this man is receiving a 
than 7 per cent of his sales is entitled, theoretically, salary of $108.33. Dividing this monthly salary 


ARRY J. FONTIUS: The bonus system is standard of sales which he should reach in order to 


about 7 per cent of the total sales... Each salesman 


to extra compensation. ($108.33) by .07, results in a quota of $1,547.57. In 
Each salesman is therefore given a quota, or a other words, this salesman should sell merchandise 
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amounting to $1,547.57 in order to maintain an aver- 
age salary equal to 7 per cent of his sales. For con- 
venience in figuring this quota is established at $1,550. 


A Payment of 4 Per Cent on Sales in Excess of . 


Quota 

It is obvious that if this salesman sells merchandise 
in excess of his quota ($1,550), he is entitled to some 
special compensation therefor. In our store the plan 
has been adopted of paying each salesman 4 per cent 
on all of his sales in excess of the established quota. A 
ledger account is kept with each salesman and at the 
end of the month he receives credit for an amount 
equal to 4 per cent of all his sales in excess of the estab- 
lished quota. On the fifteenth of the following month, 
one-half of this earned bonus is paid to him in cash; 
the other half remains to his credit until the end of six 
months, at which time it is paid to him. After the 
system has been in operation for six full months, the 
salesman is receiving each month in cash one-half 
of the bonus earned the previous month and the un- 
paid balance on the bonus earned six months before. 


Movement for a Permanent Sales Force 


The reason for paying only one-half of the bonus 
in cash, and retaining the other half for six months, is 
to induce the salesman to remain with our company. 
This, of course, is done to make our selling force as 
permanent as possible. Should the salesman resign 
voluntarily, or be discharged for misconduct or in- 
competence, the bonus earned and standing to his 
credit, but not yet paid in cash, is not paid to the 
salesman. If, however, the salesman should be dis- 
charged for reasons for which he is not to blame, such 
as a reduction of the selling force because of a decrease 
in business, the unpaid portion of the bonus standing 
to his credit is then paid to him in cash. 

It is very important that all the other members of 
the organization be paid a bonus. Co-operation be- 
tween the sales force and the so-called non-productive 
force is essential to an enthusiastic, successful organ- 
ization. In our company we have adopted the follow- 
ing plan: 

Bonuses Monthly for Salespeople 


Bonuses are computed each month for all of the 
salespeople, as outlined above. When the total bonus 
earned by salespeople has been determined, this figure 
is divided by the total salaries paid to salespeople. 
This results in the percentage of the bonus to the total 
sales salaries. For instance, let us assume that salaries 
paid to salespeople for a given month amounted to 
$10,000 and that the bonus earned amounted to $800. 
This means that the salespeople have earned a bonus 
equal to 8 per cent of the salaries paid to them. This 
same percentage is then applied to the salaries of the 
non-productive force such as office people, floor 
walkers, etc. For instance, in the illustration assumed 
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above, an office employe receiving a salary of $100 a 
month would receive a bonus of $8, or 8 per cent of 
the salary paid. This bonus is handled in the same 
way as the bonus to the salespeople; one-half paid in 
cash and one-half remaining to the credit of the 
employe until the expiration of six months, when it is 
paid. 

E. C. LOGAN: I think that is one of the most 
important parts of this proposition, of paying other 
than on a salary basis. It is a good basis, and one by 
which you can take care of the non-productive help, 
and it makes them feel as satisfied as though they 
were working on the commission basis. This sounds 
mighty good to me. 


Amounts to 8 Per Cent for Selling Merchandise 


MR. FONTIUS (continuing):' Let me add, that 
this amounts to a little less than 7 per cent for selling 
merchandise. Adding the non-productive help, it 
amounts to about 8 per cent. Some of the new fel- 
lows, for instance, like to work on a 6 per cent straight 
commission, and I showed one new man this very last 
week where his salary would have been two or three 
or four times less than it is now, the way we are paying, 
if he did work on such a percentage. It is a little less 
than 7. But you see the idea of that man, he is 
figuring on quitting, and if he quits us, he has lost 
some of his salary, because we are holding back half 
of the six months’ bonus. What this fellow and some 
of the new fellows are trying to figure out is, they 
want the bonus every month so that they can skip 
from one town to the next. 

We have monthly meetings of our entire sales- 
force; weekly meetings of our head men, so that there 
cannot be any misunderstanding. And I want to say 
right here, that I believe the success of our business 
in the last two or three years has been.largely due to 
the fact of these getting-together meetings and having 
every one of our force working for the Fontius Shoe 
Company.... | 

When the war came on, we knew and realized that 
we had to pay our men more if we were going to hold 
them, but we didn’t know how long the war was 
going to last, and we didn’t know but that some day 
we would have to reduce our wages, and when you 
reduce a $30-man to $25 a week, he is not going to 
stand for it. Catch the idea? We put a $30-man ona 
bonus, or a $25-man on a bonus, and if he doesn’t 
earn anything extra, why that is up to him. If our 
business has decreased in the next two or three years, 
he is still earning his salary but he doesn’t earn any 
more. In that way, we are absolutely keeping our 
selling expense to a certain percentage. 


Payment Comparisons with Other Cities 


MR. FONTIUS (continuing): Let me add right 
here: We have connections in Cleveland, Ohio, in the 
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shoe business, who do one of the largest businesses in 
the United States. Last week, I wrote this party and 
asked him how they paid their help, and this is the 
answer I received: They pay their help in the men’s 
department 51% per cent, in the women’s department 
6 per cent, and in the children’s department 7 per cent. 
They have a drawing account, every clerk in the store, 
and the difference is paid them at the end of every 
month, if they earn over that. . . . At the end of the 
year, about Christmas time, they give every employe, 
as a bonus, 10 per cent of what he has earned during 
the year. In other words, if the salary, drawing 
account, is $1,500, they present their salespeople with 
a check of $150. They employ about 100 sales- 
people. 


Reasons for Not Paying on Straight 6 Per Cent 
Basis 

These people do over a million dollars’ worth of shoe 
business alone. . . . I might say, one of the reasons 
we didn’t start on the straight 6 per cent basis was 
that we haven't been able to figure out a way of pay- 
ing the non-productive force a little extra money; 
and then, on the other hand, we didn’t know whether 
or not it would cause a fight in our women’s depart- 
ment, where we are employing about 15 salespeople 
selling women’s shoes—in grabbing customers, re- 
funds and so forth. The way we work it now is—we 
will assume that our ladies’ side runs from 1 to 15. 
No. 1 is first call today, No. 2 is second call and No. 
3 is third call, and we work that system up until 
eleven o'clock. Tomorrow, No. 2 is first call and No. 
3 is second call and No. 4 third call, and so on, and 
No. 1 goes down to the bottom of the list and he 
is supposed to do his stock work during this time. So 
far we have very few complaints on that system of 
calling on the help. They all seem to be satisfied. 


The Call System Explained 


J. ROY FLEMMING: How do you handle that 
call system when the clerk has a call for personal 
trade? 

MR. FONTIUS: They come right to their trade. 

MR. FLEMMING: He loses his call there? 

MR. FONTIUS: How do you mean, Mr. Flem- 
ming? You mean, if he is at the bottom or top? 

MR. FLEMMING: Say a man was fourth, and he 
would have a customer come in and call for him and 
there were two or three ahead of him, would he lose 
his call on No. 4? 

MR. FONTIUS: No, no, if he got through and 
he was in turn for the next customer, he would get it 
right away. 

MR. FLEMMING: That is what I was getting at. 


Manager’s Salary What Percentage? 


MR. LOGAN: For instance, suppose you are the 
proprietor of a store yourself, what percentage of 
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your gross sales is safe to set aside for your salary, for 
your management of that office? 

ELMORE PETERSEN: I suppose I have inter- 
viewed about a thousand merchants in Colorado in 
the last four years and I have yet to find the first one 
to answer that question. You would be surprised at 
some of the answers I have gotten in response to that 
question. For instance, I went into a furniture store 
a year ago and J asked what the selling expense was in 
that store and he said he didn’t have any. “Well,” I 
said, ‘hold on, now, it costs you something to sell 
goods.” He said, “No, sir, it doesn’t. I own this 
store.”’ I said, “What has that got to do with it?” 
“Why,” he says, “I own the store, I don’t hire any- 
body to sell my merchandise.”’ I said, “Don’t you get 
something for selling your merchandise?” J said, 
“Don’t you get a salary?” He says, ““Why no, I own 
this business.” It never occurred to him that he ought 
to be worth just as much as though he was paying 
somebody else, and so I believe the answer to that 
question is not at hand yet, at least, it is not at hand 
in Colorado. 


Cost of Business from 2 to 4 Per Cent 


HERBERT HIRSCHMAN: The cost of business 
of a department store, or any other store, is based on 
certain expenses, of which a part is the managing 
expense. 1 am not sure of my figures, but my impres- 
sion is that at the last convention of the National 
they decided that the managing or selling expense of 
the business was anywhere from 2 to 4 per cent. 


The Salaries of Executives Studied 


MR. PETERSEN: May I say another word on 
that? About three years ago we made a study of 
Boulder; last Winter I made a thorough study of 
Loveland, and for three-years 1 have studied Pueblo 
and this is what 1 found: The salary of the executives, 
the G. X., as we call them—1 know one store, in which 
the management of that store is 2.5 of sales; but, 
generally throughout Colorado, from what I| can get, 
they are very reluctant to tell me how much salary 
they do get. They run throughout Colorado, as I 
was going to say later on in my talk—the management 
is about 3 per cent. 

MR. FLEMMING: I think that the Harvard 
system gives 2 per cent, figuring buyer’s salary, or 
head of the business, at 2 per cent. I think most of 
the bigger stores figure on about 214 per cent. Some- 
times it will run more than that, but I think that most 
department stores today figure their buyer on the 
same basis that you figure your salesmen, that is, 
that the buyer makes so much money and each de- 
partment gets a per cent of that earning, the net 
profit of his department. I think that is figured pretty 
generally in the big department stores. I think Mar- 
shall Field’s are using that system now, and I know all 
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the stores here, the Denver dry goods stores, figure 
their buyer: that way, and for that reason it is pretty 
hard to say what per cent they figure their buyer on. 
[t figures out in the same way, about 214 per cent, I 
would say. 

MR. LOGAN: I should judge that in the depart- 
ment stores that is about right. I should judge in 
the ordinary shoe store that Mr. Hirschman’s figure 
of 3 per cent was probably not far from correct. 


An Answer in Scientific Retailing 


Now, here are the things we are trying to find out, 
that we are trying to get an answer to. There are a 
iot of you fellows who will go back and just take these 
notations and put them down, and when we get to- 
gether next year we can have an answer to this prob- 
iem; and that is scientific retailing. I will say to 
you that “Scientific Retailing’ sounds like the pro- 
fessor over here (indicating Mr. Petersen), but, after 
all, it is the common every-day language that we must 
know about our business if we are going to be able to 
efficiently serve our trade, keep our expenses where 
they ought to be and keep our selling price where it 
ought to be and leave a margin of net profit for our- 
selves when we get done, because it is waste, waste, 
waste. 

MR. KIRKPATRICK: In Los Angeles we figure 
the shoe man should be selling on 2 per cent 

MR. LOGAN: The head of the department? 

MR. KIRKPATRICK: Yes. The Stewart Dry 
Goods Corporation has eight of the largest stores in 
the East and in the two New York stores.one of the 
men works on a flat 2 per cent and the other is earning 
114 per cent. 

I started in at 3 per cent, and I was given to under- 
stand that it was too much. I had to increase the 
business or else my services would not be satisfactory. 
Fortunately, I worked it up to 2 per cent, and they 
said it was very satisfactory. They figure 2 per cent 
is satisfactory. The New York man is 114 per cent— 
draws a regular salary and he gets 114 per cent. 





Two Per Cent Agreed on Gross Sales 


MR. LORBER: Is 2 per cent allowed on sales? 

MR. KIRKPATRICK: On gross sales. 

MR. CALLAHAN: I get my pay from my in- 
vestment, and I am very highly pleased. I never 
charge anything in the way of salary expense. If the 
boys or girls make good, it pays me amply. They 
put in their enthusiasm, and you will find them there 
in the morning and evening and I encourage them to 
that extent as a reward for their industry. None of 
our stores yet have cost over 13 per cent on gross 
business. 

MR. LOGAN: How do you pay your help? 

MR. CALLAHAN: I pay from $75 to $150; start 
them in, the girls at $40. 
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MR. LOGAN: That is, they have a flat weekly 
drawing salary? 
MR. CALLAHAN: Salary of so much a month. 





Swiss Mission in America 


Made Study of Industrial and Financial 
Activities 

One hundred prominent business men, scientists 
and professional men of Switzerland, comprising the 
Swiss Mission for Economic Studies in North America, 
arrived in Boston on October 9 for a two days’ visit. 

The party came here from New York. Its tour 
included all of the large cities between the Mississippi 
River and Boston and was made under the auspices 
of the Chamber of Commerce of the United States. 

On October 10 the members of the delegation left 
for Montreal, from which city they returned to Europe. 
While in Boston the Chamber of Commerce Com- 
mittee, headed by Edward H. Kittredge, conducted 
the members of the mission on a tour of the city’s 
banks and other financial houses. They were given 
an automobile tour of the city and suburbs under the 
direction of Frederick E. Jennings. 

Visits were made to some of the representative 
industrial plants of the greater Boston district. A 
luncheon was served at the Copley-Plaza on Thursday 
noon, October 9, at which C. E. Walcott of New York, 
assistant Federal food administrator, gave a short 
address on “Facing the Facts in Europe.” 

At the dinner on Thursday evening, the chief 
speaker was Dr. H. Sulzer, Swiss minister at Washing- 
ton. The greetings of the Swiss-Americans of New 
England were extended by E. W. Schuerch. 





A Foot Comfort Course 
Knowledge of the Foot in Four Hours 


The eastern branch of the Scholl Manufacturing 
Company held a meeting in one of the large parlors 
of the new Hotel Pennsylvania, New York City, 
recently. 

H. P. Schringley gave an interesting resume of the 
manner in which the “boiled-down” course in practi- 
pedics is given in the shoe store, this course taking 
but four hours of intensive personal instruction. 

Members of the Sales and Demonstration Staffs 
made instructive addresses. An elaborate banquet 
and entertainment took place. 

At the close of the dinner, J. K. — Eastern 
manager, announced the detail of a prize contest for 
salesmen and educators connected with the Eastern 
office. The contest and its prizes keyed the men up 
to attempt the biggest things ever planned for carry- 
ing the idea of the Dr. Scholl Foot Comfort Service to 
every shoe merchant in the Eastern part of the United 
States. 
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Milwaukee Shoe Merchants Meet 


In Second Annual Convention---Officers Elected---Resolutions 
Favoring Moses Bill Sent to Congress 


Retail Shoe Dealers’ Association in its present 

form was held recently at the Association 
of Commerce headquarters. Practically the entire 
administration was re-elected, as follows: 

President, A. B. Caspari of Caspari & Virmond 
Company; first vice-president, Otto A. Hansel; 
second vice-president, H. Lucas of Guenzel & Lucas; 
secretary, Ben Lamers of Lamers Bros.; treasurer, 
J. A. Schumacher; directors, S. J. Brouwer, J. J. 
Klawitter, F. L. Kuczynski, F. H. Stover and E. Roth. 
Messrs. Stover and Roth are the new members of the 
board, succeeding J. J. Matis and F. Janacek. 

The first year of the reorganized association proved 
to be an exceptionally busy one and the results more 
than justified the hard work put forth by the ad- 
ministration under the direction of President Caspari 
and Secretary Lamers. 


T HE second annual meeting of the Milwaukee 


Secretary Lamers Reviewed Activities 


The report of Secretary Lamers showed that the 
present paid-up membership is 77. He also reviewed 
activitities, showing that 12 speakers of prominence 
appeared before the association during the year; 
that the association took a leading part in every 
campaign for subscriptions for war relief, war work 
and government war financing; made a representative 
showing at the 1919 N.S. R.A. convention at St. 
Louis and at the annual Wisconsin convention in 
Oshkosh, on which occasions plans were laid for 
capturing the 1921 national convention for Mil- 
waukee. The association also gave its co-operation 
to the notable Style Week effort in Milwaukee last 
March, as well as the early closing movement, and 
handled the collection of old shoes for Belgium. 
Matters of legislation affecting retail shoe merchants 
were given close attention, and detrimental proposi- 
tions successfully fought. At the same time, a fine 
feeling of good fellowship and friendly co-operation 
was created among the shoe men of Milwaukee which 
is making the association a powerful factor and an 
organization in which memberships now are being 
sought by the merchants where formerly it required 
much urging on the association’s part. 


Prosperous Season Recorded 


The report of Treasurer Schumacher showed that 
total receipts for the year were $591.34, and dis- 
bursements, $549.61, leaving a fair balance to start 
the second year’s association work. 


A Big Delegation for Boston 1920 
An invitation from the United States Rubber 
Company to accept its hospitality in Boston next 
January when Milwaukee merchants attend the 
national convention to secure the 1921 meeting for 
this city was read and accepted. This developed 
the fact that the Milwaukee delegation to Boston will 
be by far the largest in the history of national con- 
ventions and the attendance from Wisconsin cities 
wil] be correspondingly large, as all interests have 
banded together to bring the national convention 
to Milwaukee in 1921 “or die in the attempt.” . 
Resolutions were adopted urging Congress to enact 
the Moses bill and these were forwarded by telegraph 
to the chairman of the house committee on postoffice 
and post roads. The association thus went on record 
as heartily favoring the increased pay for postal 
workers intended by the Moses bill. 


Raise More Packing Cases 
Lynn Rotarians Suggest Tree Planting 


Packing cases are scarce and high these days. That 
is because trees are few, that is, trees conveniently 
located to the mills. Shoes are a bit higher because 
packing cases cost more. And prospects are that their 
costs will rapidly increase. Charles A. Littlefield, 
head of a leading box making firm of Lynn, has asked 
the Rotary Club to take a hand in the matter. He 
has asked them to start a movement among all rotary 





’ clubs to encourage the planting of trees near cities, 


and the reforesting of vacant lands. All shoe mer- 
chants who belong to the Rotary Club, or who use 
packing cases, are asked to join in the movement. 





Better Soles in Shoes 


Better a Dime to Improve Than a Penny Less 
to Save 

“Quality is the keynote of our business at the 
present period,” says a Lynn sole cutter. ‘We find 
that many of our shoe manufacturing customers are 
of the same mind. They will spend a nickel or a dime 
more. to secure a better grade sole for their shoes. 
Time was when they commonly figured on saving a 
cent, or even a half a cent, every time they got a 
chance. But it is so no more. People are paying 
good prices for shoes these days, and are demanding 
better shoes. I judge that shoe manufacturers are 
making more all leather shoes, high grade leather, 
too, than for many a year.” 
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A Shoe Store Centennial 












Rochester Retail Shoe Merchants Celebrate One Hundredth 
Birthday 


terville, which was the beginning of the 

Rochester of today, General Jacob Gould 
established a shoe store under the name of The 
Gould Store, from which has grown one of the city’s 
best-known and most progressive business houses— 
the firm of Gould, Lee & Webster. 

In celebration of the 100th anniversary of the 
founding of the business the firm has issued an at- 
tractive souvenir booklet containing a very interesting 
story of the Gould Store, its founding and growth. 


O NE hundred years ago in the village of Roches- 


A Short History of Rochesterville 


Exactly one hundred years ago, in 1819, when the 
city of Rochester was only a vision to the thrifty 
settlers of Rochesterville, the firm which today is 
known throughout the State as the home of depend- 
able footwear—Gould, Lee & Webster—had its 
inception in the formation of the business established 
by General Jacob Gould under the name of The 
Gould Store. 

Rochesterville was at that time the wheat market 
and milling center of the Genesee Valley, with a 
population of 315. 


General Gould a Massachusetts Man 


In 1819, the very year that the name of the village 


was changed to “Rochester,” General Gould arrived - 


from Massachusetts and lost ro time in establishing 
a shoe store on the spot now occupied by the Corin- 
thian Street section of the Exchange Place Building. 
The village had recently been laid out in streets; there 
was a church, a police patrol force of five members, 
mail stages came into the town and a route had been 
planned for a canal. The prospects for business were 
good and the ambitious founder of the house of 
Gould set to work in earnest. 


Store Depended on Custom Orders 


In those days it was impossible to produce boots for 
less than from $9 to $14, as every bit of work was done 
by hand. For that reason but few boots or shoes 
were made up for stock and the business depended 
chiefly upon custom orders for its existence. A few 
years later General Gould’s brother, George, joined 
him in business and the store added a department 
for the sale of leather, nails, thread, wax, and other 
supplies needed by merchants in their section. In 
1834, with something over 1,000 inhabitants, Roch- 
ester became a city, with Jonathan Childs as the 


first mayor. Jacob Gould was the second mayor 
and was re-elected to a second term. 


Mr. Lee with Firm Since 1881 


General Jacob Gould died in 1867, at the age of 
73 years, leaving behind him a record of accomplish- 
ment. The city was forging ahead, but methods of 
shoe manufacture had not undergone any great 
change, the larger part of the work still being done by 
hand. From Gould & Co. the firm-name had been 
changed to Gould Son & Co., remaining thus until 
1881, when it became Gould, Lee & Luce. Prior 
to becoming a member of the firm, Mr. Lee had been 
connected with the organization for many years, 
and remains today a valuable member of the present 
firm. In the late 70’s machines were perfected for 
many of the processes necessary in shoe mapufactur- 
ing, and the industry became one of great importance 
in the development of the city. 

In 1888, four years after Rochester celebrated its 
semi-centennial, Gould, Lee & Luce moved to another 
store in the same building, the new quarters being 
formed by throwing two adjoining stores in one. In 
its State Street location, operating along the lines 
of service and honest merchandise which has always 
been its policy, the store increased its business so 
rapidly that another move was imperative, and 
1905 saw the firm established at 146 Main Street 
East, then accepted as the business center of the 
city. The death of Mr. Luce occurred the following 
year, and in 1906 Mr. Webster entered the firm, which 
then became Gould, Lee & Webster, Inc. 

Ten more years spent in specializing on dependable 
footwear resulted in such a volume of business that 
both quarters and facilities proved inadequate, and in 
1915 the beautiful modern store at Main Street East 


‘and Elm Street was prepared especially for the re- 


ception of the business, which lacked but a few 
years of reaching the century mark. 





Rapid Shoe Cutting 


It is reported that a machine cutter in one of the 
largest factories on the South Shore of Massachusetts, 
producing a medium-grade men’s welts, cut in one 
day 192 pairs of shoes with only one rejected. His 
day’s wage was $14. In this factory the cutters work 
only four days per week. 

In another factory, located in the same district, it 


is reported that eighty pairs were cut by one man in 


two and one-half hours. 
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Nailing the Lie in Tennessee 


Merchant Talks Bluntly on First Page in 
Clarksville Newspaper 


L. A. Pennebaker of Clarksville, Tennessee, is killing 
the gossip of profiteering in shoes by the very effective 
way of seeing to it that a front page story in the 
Clarksville Leaf Chronicle nails the malicious state- 
ment asa lie. The exact words of the four inch news- 
paper item is as follows: 


AN UNSCRUPULOUS UNTRUTH 


It has come to me in the last few days that a report 
is current in Clarksville that I have been held for 
profiteering in the shoe business. I want to say that 
this is absolutely untrue and the party or parties 
who started this report is a liar, pure and simple. 

There has not been at any time an inspector or 
government officer in my store to make an investiga- 
tion of this kind, although they are at liberty to do 
so at any time. Will say that I placed orders six 
months ago for thousands of dollars’ worth of good 
shoes for the Fall and Winter demands and am offer- 
ing a great many shoes now at less price than I can 
replace on today’s market. Those who delay in 
buying shoes will pay more later on whether they buy 
from me or some one else. 


Very respectfully, 
L. A. PENNEBAKER. 





Pride of Production 


Philadelphia Shoe Manufacturers Eager to 
Increase Production 


The shoe manufacturers of Philadelphia have 
expressed the most hearty approval of the appeal 
which has been sent out by the “Boot and Shoe Re- 
corder” for the squelching of “fool theories” and 
national concentration on an honest day’s labor for 
an honest wage. 

“‘And there is every indication that eventually this 
will come about,’’ says one manufacturer. “The 
only rub is, how soon. There is no question that the 
general public at last is beginning to wake up to the 
fact that the real trouble lies in underproduction. 
Investigation after investigation has shown real 
profiteers to be prominent by their scarcity, and again 
and again has shown high costs of finished products 
to be traceable to high labor and high costs of raw 
material, which in turn has been traced to more high 
labor. And so on until in the last analysis it all traces 
back to the working man and the farmer. So many 
investigations, regardless of the prejudices of the 
investigators, have ended in this result that at last 
the public is beginning to see that high wages are a 
snare and a delusion if the goods are not produced 
to be bought with them, and-to see that no compli- 
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cated system of civilization can upset the fundamental 
law that mankind can reap only what it sows.” 





Searched the Toes 
Good Luck of a New York Shoe Repairer 


Many Western New York shoe repairers these 
days are vigilantly poking their hands into the toes 
of old, uncalled-for shoes in their possession. The 
lure of the almighty dollar is the cause. Their en- 
thusiastic searching is all on account of the recent good 
luck of a Corning, N. Y., shoe repairer along this line. 
In this connection a report from Corning says, in 
part: 

“Wrapped in paper in the toe of an old shoe left 
in his shop three years ago by some unremembered 
patron, Martin Minkle, a deaf-mute shoe repairer here, 
recently found $300 in bills. 

“Mr. Minkle recalls that the shoe is one of a pair 
that was brought to his shop by a man and left with 
instructions that they be given to “some tramp” 
when the shoemaker advised that money expended in 
their repairing would be a bad investment. The 
shoes have been in the shop since that time. Were it 
not for the fact that the shoemaker had need of leather 
for a repair job and picked up this shoe to cut out a 
piece, the money might never have been recovered. 

“It is believed that the money had been placed in 
the shoe as a bank by some person other than the man 
who brought the shoe to the shop.” 





China a Big Market 
C. E. Bosworth at Boston Shoe Trades’ Club 


Clarence E. Bosworth, trade journalist and former 
United States trade commissioner to the Far East, 
told the members of the Boston Shoe Trades’ Club at 
the noon-day luncheon of Wednesday, October 8, that 
China is a great future market for American merchan- 
dise. In his opinion, Mr. Bosworth stated, the Japan- 
ese were not ambitious to control China, nor were they 
endeavoring to shut the Americans out of the Chinese 
market. 

“We will soon have to decide in this country,” he 
said, “‘whether it is better for us to establish our own 
intricate system of marketing in China (and the 
great central plain in that country is going to be an 
enormous market for us as soon as there is railroad 
connection), or to keep on doing it as at present in 
the simpler way through Japan. What we Americans 
should do is to regard China as a clearing house 
for our merchandise and Jook to China as ‘a market for 
it. 

“This ceuntry should do all it possibly can to 
finance the industrial needs of China and to educate 
its people to the use of modern merchandise.” 
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Reed Styles 


are designed with 
one main idea~ 
to give the merchant 
the most salable 
and ene line 


le to produce 


poss! 


E-P-Reed 8 Co. 


ROCHESTER, N.Y. 


NEW YORK OFFICE 
299 BROADWAY 
v/-D-F-GIBSON, MGR, 
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Stock No. 8000—Black Kid, %% 
Vamp, 9 inch Straight Top, Slender 
Full Louis Wood Covered Heel, with 
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Stock No. 8005 
Price $11.75 


Stock No. 8005—Havana Brown 
Kid, 34 Vamp, 9 Inch Straight Top, 
Slender Full Louis Wood Covered 
Heel, with Straight Imitation Tip, 
82 Last. Price 
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IN 





SHOES 


A HIGH QUALITY LINE 


Does young America want style? Buy the ““My Boy”’ line and 
watch it sell. The young man sees his daddy’s shoes look nice 
and he signifies his desire to have that kind. In making the 
‘““My Boy” line we have had an eye on the modern youngster 
and made a shoe that has class coupled with wear. 


HIGH QUALITY NUMBERS IN STOCK 


No. 453—SAME QUALITY AND STOCK AS ABOVE, but 
made in Bal, Full Round Toe Last, called ““POPLAR,”’ 
In Stock, Widths B, C, D, Size 1-6, Price $6.25 Less Discount 
No. 442—COCO-Brown Ivory Stock, Same Last as No. 452 


illustrated, same quality, In Stock, Widths ‘B, C, D, Sizes 
$6.25 Less Discount 


No. 443—Coco-Brown Ivory Stock, Same Quality 
as No. 452 illustrated, made on Full 
Round Toe Last called “POPLAR,” Bal 
Pattern, In Stock, Widths B, C, D, Sizes 1-6, 
Price. ; $6. 25 Less Discount 
No. 432—Gun “Metal Veal Stock, Same Last as 
No. 452 illustrated, same quality, In 
Stock, Widths B, C, D, Sizes 1-6, Price $5.25 
Less Discount. “2 
No. 433—Gun Metal Veal Stock, 

Same Quality as No. 452 illus- 

trated, made on Full 

Round Toe Last, called ‘‘POP- 

LAR,” Bal Pattern, In Stock, 

Widths B, C, D, Sizes 1-6, 
Price.......%5.25 Less Discount 
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NO. 452 
MAPLE 
LAST 








CARTON 





LABELS 


On all orders of 
Five Dozen or 
more, we will put 
dealer’s label on 
carton, otherwise 
carton will come 
branded “MY 
BOY.” The 
shoes are left plain 
and standardized 
the Carter way. 








CHEAPER GRADES 
IN STOCK 


Shoes listed below are known as our second grade, 
made with leather top facings and surface welt. 


No. 542—Brown Ivory Stock, Same Last as No. 
452 illustrated above, In Stock, B, C, D Widths, 
Sizes 1-6, Price..............$4.95 Less Discount 


No. 532—Gun Metal Bal, Same Last as No. 452 


illustrated above, In Stock, B, C, D Widths, 
Sizes 1-6, Price $4.50 Less Discount 


CHICAGO, ILL. 





No. 452—MAPLE LAST. _Boy’s Ma- 
sy Calf Whole Vamp Bal. Chrome 
Leather Facings and a, 
High Grade Linings and Lined To 
Six iron Number One Insoles, nine an ton 
iron Number One gy ht) Outsoles, 
Channel Welt Bottom. om, Higa Se Te, Heels 
with nine iron Number Lifts, 
Fair’ Stitched, and made Oneh yA back 
stays, one inside and one out, both lasted 
tween soles, and sewed never-rip. In 
Stock, B, 7 D Widths, Sizes 1-6. 
RICE $6.25, LESS 2% 
In a a 10 dozen for one shipment 
a discount of 5 per cent is credited. 





J. W. CARTER CHICAGO COMPANY 
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Rich's FAMOUS 


OWE 
ULIA es 


There is no chance to overlook the unmistakable air of class and distinction in “Julia 
Marlowe Shoes.” Every retailer who knows ‘Julia Marlowe Shoes’ knows that the 
winning style and luxurious comfort of ‘‘Julia Marlowe Shoes’’ have helped him to please 
his customers. 2 











Style 1521—Single Sole, 
Close Edge McKay, Black 
Kid Lace Boot, 814” Top, 
18-8 Louis Wood Covered 
Heel. 





Style 1411—Same style as 
1521, made in Field Mouse 
Kid Lace Boot. 


If you don’t know “JULIA MARLOWE?”’ shoes, get 


acquainted now 


New Catalog No. 57 Sent Upon Request 


THE RICH SHOE CO. 


Milwaukee, Wis. 
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630 


Black patent vamp, 
beaver brown kid top, 
smoked pearl button 
boot, 18-8 full Louis 
covered heel, plate, 
welt, AAA to C. 


$11.00 


1600 


Black patent leather 
vamp, % fox, nine 
inch dull Cabaretta 
straight top lace boot, 
18-8 full Louis cov- 
ered heel, plate, fine 
St. Louis made Mc- 
Kay. AAAt»D. 


$7.50 


606 
Black kid nine inch 
lace boot, 34 fox, 
13-8 military heel, 
Cincinnati made welt. 
AAA to D. 

$7.50 


1109 
Tan calf, imitation tip, 
lace walking boot, 
13-8 military heel, 
Cincinnati made welt. 
AAA to C. 


$9.00 


138 
Black patent leather 
vamp, Cabaretta top 
button boot, imitation 
tip, 18-8 full Louis 
covered heel, flexible 
McKay. AA to D. 

$7.75 


300 
Black patent seamless 
vamp, Blumenthal 
mouse kid top, nine 
inch lace boot, blind 
eyelet, 18-8 full Louis 
covered heel, turn, 
very fine shoe mak- 
ing. AAA to C. 

$10.00 
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AAA AA 


4 to 8 31% to 8 


6514 


Black satin oxford, 18-8 full Louis 
covered heel, plate, fine St. Louis 
made turn. AA to D. 


$6.50 





these shoes 
in stock for 


immediate shipment 


B ee 


2144to8 24to8 2%t08 


1601 
Glazed kid nine inch 
lace boot, 34 fox, 
wave top, 18-8 full 
Louis covered heel, 
plate, St. Louis made 
McKay. 


$8.00 


6509 


Black patent leather, satin back oxford, 
18-8 full Louis covered heel, plate, fine 
St. Louis made turn. AA to D. 


$6.50 
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THE WHITCOMB SHOE CoO. 


ANNOUNCES 


That their salesmen are now on the road 
with a new and complete line of snappy 
Spring styles of excellent value and ranging 


in price from 
32 to 37= 


YOU ARE CORDIALLY INVITED 


To write our In-Stock Department for illus- 
trated pamphlet showing forty odd styles 
ready for immediate shipment. 


THE WHITCOMB SHOE CO. 


11 LOCUST STREET 
HAVERHILL, MASSACHUSETTS 
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High Grade 
Walking Boots and 


Party Pumps for 
DELIVERY AT ONCE 























Mademoiselle 
B 3701—Black Patent 
Pum: 


Madam urn, Full 
B 2809—Schmidt’s BB Nut eel, AA to 
Brown Calf, 844-inch lace, $5.50 
Heel, Mat 
$9.00 $6.50 
Two samples from the latest styles as seen in the Smartest Shops on Fifth Avenue. 
These are but two of the many styles ready for immediate delivery in the up-to-the- 
minute stock of the Midwest Shoe Company. 
Prices are right to give you an excellent profit on these shoe styles that are now in 
demand by well informed women. 
Now is the time to order pumps for evening and party wear. This beautiful black 
patent opera pump is the shoe your customers will want for dress or wear with spats. 
May also be obtained in the new Baby Louis Heel in patent or black calf at $6.85. 
For street and semi-dress wear your customers will be delighted with the beauty and 
service of this attractive Cincinnati made boot in the new Nut Brown Shade of Calf- 
skin. 
The pumps and the shoe are in stock, for shipment upon receipt of your order. 

Send for catalog of the latest styles 

In Stock Ready for Immedate Delivery 


MIDWEST SHOE COMPANY 


616 FIRST AVENUE NORTH, MINNEAPOLIS MINN. 
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14, WM. HENNE & CO.,, Inc. 
Se BROOKLYN, NEW YORK 
Makers of QUALITY FOOTWEAR for Women 


Again to the Front with Something New 


GUARANTEED 
WOOD HEELS 


Impossible to Break at Neck Gap or i 
Come Off 


Patented 
Hercules Fastener 


OUR SALESMEN ARE NOW ON THE ROAD SHOWING A 
LINE MOST COMPLETE IN NEWEST STYLE CREATIONS 


























itfentores 


Shoe Polishes 


QUALITY VARIETY 
Sold in the Market Places of the World 


THERE IS A BUYER FOR EVERY PACKAGE OF WHITTEMORE’S 
YOU STOCK. YOUR MONEY CAN BE TURNED PROMPTLY 


There is a distinct ota in offering your trade the peer- “Ssteesl ganda ete Oe 


—— bas om = Saar less polishes produced by A 

Handy touse,resultsareapure- already exists—you don’t have to create it. More than fifty like soap does thehands. Never 

ness and whiteness equal tothe —_ years“uninterrupted service to the public has advertised them Seeisecmaae foe. 
fine. 


eriginal freshness of leather or =i, the best known way—regularly used by millions. 


hittemore. A demand for them pores of leather and cleans it 








WHITTEMORE BROS. CORP., Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 


ESO OOOO OOOO OOO OOOO OOOOOONHOOOHYY 
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One cb the Cueil Tila of 


SINBAc , 
“Helthy-Fut 


CHICAGO 


Made in Rochester 
. Stocked in Chicago 
7 


35 Styles Carried in Stock 


HALF SIZES 
RA 10—Patent Black Kid top. . . .$1.10 
RA 12—Patent White Kid top. ..1.20 
RA102—Patent Pearl Gray Kid top 1.15 
RA 9—Patent Brown Kid top... .1.25 


A 15—All White Kid............ 1.20 . 


A 106—All White Kid...........1.35 


Other Grades and Combinations 
Kid and Calf Skins to $1 


Write for catalog. II- 
lustrates in colors en- 
tire line infants to 
young ladies and boys 
Turns-Welts-McKays. 


Sidelights on What’s Inside 
COUNTER—Leather One Piece. 


SOLE-—7 iron Union Bend soles. 
FLEXIBILITY—As Flexible as any 


leather sole can be made. 
VAMPS—Genuine Patent Leather. 
UPPERS—All Strictly Dependable 


absolutely smooth inside finish. 


Our salesmen are out 
with Spring and Fall 
samples—will gladly 
call. 


211-13-15 W. Monroe St. 


SINSHEIMER BRO. & CO. 


46th SEASON 
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Real support for the retail 
Shoe merchant 


Read how you can successfully apply the 
following methods to your business. — 
How the manufacturer, too, can help you 
put these methods properly across. 


“The sort of support we want,” a big merchant stated recently, “is the kind that 
makes real American dollars for us. And it can come from the merchandise itself 
in good values and quick sales or from assistance that helps us turn over our stocks, 
and pull out of our stores the profits that we deserve.” 


How Red Cross Shoe Accredited Agencies are getting this sort of support will, we 
believe, interest you, for this man seems to have stated the thoughts of thousands 
of merchants who are working on the self-same problem of meeting the increased 


cost of doing business. 


The weakness of the many retail shoe stores is inside competition between parallel 
lines and lack of proper assortment in any one of them. 


Long ago we realized that the retail shoe merchant could simplify his records of 
purchases and sales, could buy to better advantage and sell with more assurance of 
a steadily growing business if he would select one or two lines of shoes—and con- 


centrate on them. 


Why should a dealer carry four or five competing lines when one or two would serve 
just as well? 


In selecting your line of shoes, buy a line with a style and price range long enough 
so that all your needs can be taken care of. By concentrating your purchases you 
will be able to demand better service from the manufacturer and he will be very 


glad to give it to you. 


The RED CROSS Shoe is a line that is long enough in style and grade to enable 
you to concentrate in your buying. 


The value of the policy of concentration is in the larger volume of business, less 
loss by mark-downs, less broken sizes and odd sizes, better stock at inventory. It 
is a safer and saner business because it requires a smaller investment. 
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Here is another phase of proper merchan- 
dising that justifies your careful analysis 


Dealers should give more attention to the styles they buy and avoid patterns that 
are similar to each other. ‘The elimination of duplicate styles is an answer to the 
turn-over problem. When your slow moving styles are reduced to a minimum 
your stock can be turned over more quickly; consequently your profits will be 
greater. 


The RED CROSS Shoe is “‘the most salable shoe in America.” It is widely dis- 
tributed to millions of women—women who appreciate the fact that it is a stylish 
and comfortable shoe. The familiar trade mark, too, is the customer’s assurance of 
value. It does not take any long argument to sell a shoe when a woman can see its 
style, can feel its wonderful comfort and when the name silently satisfies her as to 


its quality. 
The Result to You 


The result of this merchant-manufacturer co-operation can best be seen from your 
viewpoint—the retailers’ profits. 


A surprising number of the most conspicuous retail shoe store successes in recent 
years have been RED CROSS Shoe Accredited Agencies. How they keep down 
their stock investments, are able to handle increased business without an increased 
sales force; how they reduce the high cost of doing business by concentrating on a 
‘fast-selling, known shoe—these points have just been touched here. This space 
cannot carry details of how the Krohn-Fechheimer Company backs up its agencies 
or of how the RED CROSS Shoe proposition exactly fits in to help merchants win 
in the fight against the rising cost of doing business. 


If this glimpse of the RED CROSS Shoe proposition has given you the feeling that 
it may be better than what you’ve got; if you want to know the details and then be 
left to decide, write us for a salesman to call. He will come gladly; and this will 
obligate you not in the least. Write today. 


The Krohn-Fechheimer Company 
739 Dandridge Street Cincinnati, Ohio 
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WAR DEPARTMENT 


Public Auction Sale of Surplus Leather 


Under direction of Surplus Property Division, 
Office of Quartermaster General, Director of Purchase and Storage 


VALUE OVER $1,500,000 


AT 
ZONE SURPLUS PROPERTY OFFICE 
1819 W. 39th STREET, CHICAGO, ILL. 


Starting 10 a.m. November 14, 1919, and continuing daily thereafter at 10 a. m. 
until stock is sold 


700,000 lbs. RUSSET HARNESS LEATHER SIDES AND BACKS 
__ 880,000 sq. ft. RUSSET COLLAR LEATHER, ALL WEIGHTS 

115,000 sq. ft. RUSSET CALFSKINS 

20,000 lbs. SOLE LEATHER BACKS 

50,000 sq. ft. RUSSET STRAP LEATHER, ALL WEIGHTS 

19,000 sq. ft. LATIGO LEATHER SIDES AND BACKS 


CONDITIONS OF SALE 


Bids to be made at an advance of not less than one-half of one cent per pound or foot. 

The highest bidder to be the purchaser, and if any dispute should arise between the bidders for any lot, it 
shall be decided by the Auctioneer. The Government reserves the right to reject any or all bids. 

Leather will be offered by tannage. No bid will be received for less than 500 pieces (unless quantity is below 
that amount), which bid will carry an option for the entire tannage of lot offered which must be immediately 
exercised. 
Foot leather will be sold according to marked footage as accepted by the Government. Pound leather will 
be determined at time of delivery, making an allowance of one pound per roll for wrappings, if wrapped in 
paper. No claim will be allowed after removal. 


Sale without recourse as to quality, grade or designation. 
The acceptance of the bids will be determined at the time the offer is made and all leather must be removed 


The Government does not guarantee the tannage. 


from the Government Warehouse within thirty days. 
The Government carries no insurance and all leather left in the Government Warehouse after purchase will 


be at the risk of the purchaser. 

Terms cash, f. o. b., present location of the leather to be announced at the sale. 

A deposit of $1,000.00 (certified check or cash) will be required before participating in the bidding, which 
deposit will be returned after the sale has closed if no award has been made to depositor. 

Samples of leather can be seen and inspected ten days prior to sale on application to Zone Surplus Property 
Officer, 1819 W. 39th St., Chicago, III. 

Any further conditions will be announced at the sale. 


Address All Communications to Zone Surplus Property Office 
1819 W. 39th Street, Chicago, III. 














| 


ENTIRE WORLD!) 


= oa 


\\S 
RAS 


Wisconsin 


<a) 
~ 
g 
" 
> 
~ 
w 
~) 


? 


LIN 





Milwaukee 


SEL 


THE BIGGEST 





BOOT AND SHOE RECORDER Oct. 18, 1919 


MILWAUKEE 


M ILWAUKEE is directly north of that point which 
is today the center of population of this countr.,. 
Steadily has it moved from Maryland into West 
Virginia, Southern Ohio, Indiana, until now it rests 
at a point in Illinois, 250 miles below the city of Milwaukee. 
From a standpoint of greatest convenience to 
most members, could a more logical reason be 
presented why the great and growing shoe 
center of Milwaukee should not have the .1921 


convention, which was held in St. Louis in 1919 
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11 CONVENTION = 


and will be held in Boston in 1920! The East, the middle 
West, the South and the far West should come in contact 
as often as possible with each other in order to give each that 
breadth of operation and vision so necessary. 


Milwaukee wants the 1921 Convention. Milwaukee will 
prove to be interesting, pleasing and hospitable. Milwaukee 
will conduct the great national convention as it has never 
been staged before—on a larger scale, on a more economic 
basis for visitors and with a program so varied, so interesting 
and so instructive that the members of this intelligent body 
will leave our city after the convention with the realization 
and feeling to a man that Milwaukee was not only entitled 
to the convention, but that the convention was conducted 
in a manner so capable and unusual and on so large and 
magnificent a plane that our city wonderfully fulfilled 
her obligation as hostess to the great National Shoe Retailers’ 
Association. 


Milwaukee Shoe Sales Association 
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| a QUALITY une 


K-Z Quality means not only good outward appearance 
but it means careful shoe making that takes in all the 
important points of wear, fit and style. All the desirable 
qualities that the merchant seeks in his childrens’ shoes 
are embodied in the K-Z line. Here is a stylish, durable, 
salable line of shoes for boys, girls, misses and growing 
girls that you can sell to your 
customers with the confidence 
that they will be thoroly satisfied. 
Our salesmen in your territory 
are ready to show you 
the complete K-Z line 

if you say the word. 


























Write for Samples 
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KALT ZIMMERS MFG. CO. 


405-417 Reed St., Milwaukee, Wis. 
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Spring and Summer 


STYLES 1920 
P &V COLORED CALF LEATHERS 
Colored Velours Calf and Lotus Calf are representa- 
tive of the season's demand for desirable footwear. 


They combine character and style. Made in the popular 
shades of brown for Men’s and Women’s Shoes for Spring 


and Summer. 


P & V Colored Calf Leathers have stood the test for 
seventy-two years. They will stand the test today and 
add real merit to your line of shoes. Specify P & V 
Colored Calf Leathers when placing your orders 
for the coming season. 


Pfister & Vogel Leather Co. 
Milwaukee, Wis. 
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THE NORMAN SHOE 


METROPOLITAN STYLES FOR MEN 





Note this model—one of the new 

attractive styles you will see in the 

Norman line, which carries only High No, 2217 

Grade Welts. Shoes of best quality Brown Kid Bal, 

leathers, good fit and correct style, Field Mouse Top, 
Ace Last 


that meets the best men’s dress shoe 
trade. 


th ee ee ee ee 








MADE BY 


Noyes-Norman Shoe Co. 


MANUFACTURERS 
ST. JOSEPH, MO. 


Chicago Office: — No. 2217—Brown Kid Bal, Field Mouse Top, Leather 
Room 306 Lees Building Counter, Single Sole, Ace Last. A to C, 6-11. 














eady for Immediate Delivery 


A New “ Whitman 
Special’’ Shoe 


@Wolnan 


7 Ligh Grade Shoe &) 








STOCK NO. 33 


A Dark) Mahogany Calf Bal., Whole Quarter, Thirteen Iron 
Single Sole, “VAN DYKE” LAST No. 33, 8/8 inch heel. . 
(Perforated Tip. Vamp and Quarter to match.) Sizes 7,to 
11-A; {6,to 11-B; 5 to 11 on C and D. 


WHITMAN & KEITH COMPANY 


Designers and Makers of Men’s and Women’s Fine Shoes 


BROCKTON, MASS. 
BOSTON NEW YORK CHICAGO SAN FRANCISCO 
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M-C. McKays 


NY, 


Women although thinking mostly of style 
rarely lose sight of price. 


Women nowadays are more than just buyers— 
they are thoughtful buyers. 


They express a keen ability for sensing au- 
thoritative style—and they look to exquisite 
workmanship and patterning for their style 
assurance. 


Yet they will not pay a price that hurts. 
M-C McKays combine leading style and a con- 


servative price—the retailer’s assurance always 
of consistent sales and profits. 


MITCHELL- CAUNT CO. 


FACTORIES - LYNN, MASS. BOSTON OFFICE-72 LINCOLN ST. 


== Made m lynn 
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(Bakers)- 


6000 SHOES A 














RALPH BAKER SHOE COMPANY, BRIDGEWATER, MASSACHUSETTS, 


THE BAKER SHOE BEOEE. Me. 


STANDARDIZED —— 


100% LEATHER “THE OH! LOOK” 
Made in Dark Ma- 
hogany Leather, 
Tongues Full Fleece 
Lined. Is Ready. 


WIDTHS A-D SIZES 6-11 
In Stock The Latest Model worn by 
the finest trade—not too 


extreme. 


Price $8.00 


Also No. 1050 


Gun Metal Vamp 

with Dull Mat Top. 

> Ps * Widt 
izes 544-11. 


ac Me $7.50 














GOOD SHOES 


Our Quality will be maintained and we will’ continue to 
make shoes 100% leather, no substitutes: being used. 


J. Ralph Baker Company 
Bridgewater, Mass. 
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AKE your plans now to come to the 
first semi-annual Cincinnati Shoe 


Fair January 8th, 9th and 10th. 


Don't let anything keep you away for you SINS NATI 
will learn more about Art in Shoes in those 5(@)e) E Yan R 


three days than a merchant ordinarily learns 
( Jax N UA R ¥ 


in a decade. New ideas—new styles—new 
kinds of exhibits not only of shoes but of allied 
lines. New presentations of the smartest 
shoe conceptions on selected, live models. SOO 1920 





















A big event of national importance staged ” 
by a body of men who are invading the tan- Hot el, Vii WOn 
neries and workshops and stripping the hides of all 
America to show you things about Art in Shoes. 
Beautiful displays in handsome display rooms; 
wonderful assortments; splendid arrangements for 
seeing them all. 

You'll go back charged with new thoughts and 
renewed enthusiasm and possibly new affiliations 
that may mean much. 

It’s Cincinnati’s first Shoe Fair 
and if you know Cincinnati you 
know what that means. You 
can’t lose—you can gain. Come! 
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Att Fountain Square 
Cincinnati 
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THE WORD 


“CEN TRALIZE” 


briefly expresses a policy that will | 


enable you to increase the earning 
power of your Shoe Department. 


““Smart style’? and ‘‘superior qual- 
sty’’ will be the satisfactory reflec- 
tions of a customer of yours who 
has a pair of Central shoes on his 
or her feet. 


Our line embraces “‘Shoes for the Entire Family” 
and they all come to you from one central ship- 


ping point. 
Futhermore, we are fortunate in having a good 


sized stock on the floor ready to ship-up-to-date 
styles—latest novelties. 


‘Centralize’ your Shoe Department. 


Our new catalog is being sent 
to the trade. Should you not 
receive a copy, write for it. 


GENTRAL SHOE Go. 


MANUFACTURERS 
ST. LOUIS 


Oct. 18, 1919 
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EFLECTING the 

best style of the 

moment in wo- 
men’s apparel, the GREG- 
ORY & READ line offers an 
unusual opportunity to 
merchants of quality footwear. 


GREGORY & READ shoes are dis- 
tributed to the retail trade through 
every big shoe market in the country. 


If you are not already in touch with a 
GREGORY & READ wholesale dis- 
tributor, we will be glad to send you 
the name of the one nearest to you. 








(a _ 


GREGORY and READ CO. 
LYNN, MASSACHUSETTS 


HIGHEST GRADE MCKAY 
FGDTWEAR FOR WOMEN 























- i; 2 
S- —— == > 
Soo Soo 
TANNERY TANNERY 


Northwestern Leather Company 


14 South St., Boston, Mass. 




















Color 41 Cordo Kip Sides 


A smooth leather to which we call your attention for your 
next season’s shade. 


Color 47 Boarded Cordo Kip Sides 


A bright boarded Kip side of a popular color. 


Color 47 Nelco Kip Sides 


A full grain boarded side taken from the finest raw 
material in the country. 











We attribute our success with these leathers to the fact 
that we devoted one Tannery exclusively to their pro- 
duction. Manufacturers who 
have formerly used calf leather 
only, have found our Kip sides 


= eminently satisfactory. 
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English Bowmen, in the Time of Goward IIL. 


The Englisb bowmen, the bard=-figbting, bard=drinking Sarons wbo 
taugbt the French and Spanish to fear the gray goose sbaft in the year 
1365, were dressed for use and not beauty. Leather jerkins tbhep 
wore, belts supporting the leatber quiver full of arrows and sometimes 
a cap of doubled cowskin in place of a steel ee tn tbe smaller 

| 








taverns, buge leatber black=jacks, witb wooden b ms, took the place 
of the more costly pewter flagons. Leatber or pewter, bowever, made 
no difference to these men, if the flagon was filled b bumming ale. 











The Northwestern Leather Co., Boston, Mass., U.S.A. 
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FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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Dr' 


Prompt Service on Siz- 
ing-In Orders is a Vital 
Factor in the Retail 
Shoe Business. 

















Our In-Stock Service Department is main- 
tained for the convenience of Dr. Adler 
dealers—to help solve their problems 

of investment, volume and _ turnover. 


An increase in sales through the early 
days of a new season is often supplanted 
later by a decrease, because of the man- 


ufacturer’s lack of facilities to ‘‘fill those 
empty spaces on your shelves.” 


ATTN 
Re 
\ \ 
\\W 
i 


\\\ 
\\" 


\\s 


Keeping those spaces filled makes for the 
continual development of your business and 
establishes it on a sound basis. 


Our In-Stock 
Department can do it. 


Capitalize on the advantages of Dr. Adler 
So Service. Just send us a post card and we'll 
/ ? if WS send full particulars. 


NR 
| { 


HYGRADE SHOE WORKS 
108-110 Duane St., New York 


Factory 2963-81 Atlantic Avenue, BROOKLYN, N. Y. 
{ CHICAGO OFFICE: Lees Building 
\ f, 
WA 
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Before Placing Your 
Fabric Footwear Order 


for 1920 


See Keds! 


The Most Complete Fabric Footwear Line 


K e d S enable the dealer to meet the wide- 


spread consumer demand. 


K d have so many interesting new features 
©dS in the 1920 line that every shoe mer- 


chant ought to see them before placing 
his spring order. 


are the logical shoes for the dealer to 
Keds handle because they mean profit and 
satisfied customers. 


Wait For the Keds Salesmen! 


KEDS are stocked and sold by 
the Principal Wholesalers and 
Rubber Stores Everywhere. 


United States Rubber Company 
































es 
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BOOTS AND SHOES 


Manufacturers Enlarging Their 
Forces to Increase Output 


Again we note the condition of the 
rubber factories as indicated by the large 
want advertisements in the metropolitan 
newspapers. It is difficult to find a rub- 
ber footwear manufacturing plant which 
has not materially increased its working 
force, not only during the war, but 
since the armistice was signed nearly a 
year ago. Every factory was busy,while 
the war lasted, a large part of its product 
going to the Government, and it might 
well have been expected that a discon- 
tinuance of war work would have a 
declining effect on production. But the 
contrary has proven to be true. Short- 
age of goods because of the war de- 
mands, and shortage of production 
because of enlistment of workers, caused 
a heavy consumer demand once war 
conditions were over, and that con- 
sumer demand is not yet filled. Mean- 
while the Winter is approaching, and 
the retail stores are likely to be crowded 
any day with eager and insistent pur- 
chasers of rubber footwear. Mean- 
while there is a fairly liberal call right 
along for light footwear, for with leather 
shoes at their present high cost, prudent 
wearers are taking better care of them, 
and this care many days requires 
rubbers. 

TENNIS LINES 


Factories Busy on Orders for Spring 
Delivery 


The factories are busy making tennis 
shoes for next Spring and Summer 
wearing. The jobbers and large re- 
tailers gave their orders early, in antici- 
pation of a heavier tennis season next 
year than any which have gone before. 
Leather footwear has gone to almost 
unbelievable high cost, and while the 
present is deemed an era of extrava- 
gance, because of the higher remunera- 
tion of many classes of workers, there 
are thousands, yes millions, of people 
who will wear shoes not made of 
leather if they can get good service at 
more reasonable cost. When coupled 


with these qualities, people can secure 


Weekly 


er Realm 
Market Review of Rubber 
Footwear, — and Prices 


as much snap and style, as good fitting 
as in leather shoes, and added to all 
these the comfort of cool canvas instead 
of hot leather, the dealers assert that 
there is no uncertainty as to the great 
demand for the fine tennis lines now 
making at the factories. 


CRUDE RUBBER 


Demand Mainly for Small Lots, 
and Prices Stationary 


Last Monday was very generally 
observed as a holiday, and business for 
this week did not begin until Tuesday 
morning. However, the opening was 
not specially notable. There seems to 
be a general belief that most large 
consumers of crude rubber are sufli- 
ciently well supplied, that they are in no 
immediate need, and will buy only at 
what they consider advantageous terms. 

First latex at 50c would seem reason- 
able enough to warrant purchasing, 
but shrewd buyers, aware of the 
amounts on hand at primary points, and 
well posted as to the cost of production, 
are endeavoring to bear the market, 
buying only small lots, and, as a rule, 
offering 4c to Ic less than asking rates, 
though by no means are these offers 
universally accepted. Forward quota- 
tions vary somewhat from week to 
week, and sometimes from day to day; 
the ruling prices for November-Decem- 
ber are 50c, while for January-March 
first latex pale crepe is quoted 50%4c 
and for January-June 50 14c, these being 
Yc higher than last week’s quotations. 
Para grades are quiet, though there has 
been some selling of upriver coarse, 
with corresponding firmness. Little 
interest is shown in Centrals and Mexi- 
cans. There is little or no dry guayule 
in the market, but guayule with 20-25 
per cent moisture is now held at 26—27c 
by those having such stock on hand. 

We quote spot prices: 


First latex pale crepe...... .50 
Smoked sheets............ 49° 
re . 43 
Upriver fine para.......... 53 
rr rere 48 @. 48% 
Upriver coarse............ 33% 
Islands coarse............. .23% 


91 





Ms) MATTE 


inp 


Caucho ball upper ........ . 34 


Caucho ball lower......... none 
0 23 
Centrals and Mexicans..... .33@. 35 


Guayule (20 per cent mois- 


ture)... Sis apis ai esveck-s/a,6 oan 
Guayule woihad and dried. . 


SCRAP RUBBER 


Dealers Advance Buying Offers for 
Shoes 


There seems to be no great improve- 
ment in the demand for scrap boots and 
shoes, on the part of reclaimers, but at 
the same time dealers are offering some- 
what higher prices to collectors. This 
is supposed to be indicative of a more 
active demand from reclaimers, or if not 
that, it is in anticipation of an early 
resumption of activity. Certainly, 
reclaimers are far from burdened with 
orders, and none are believed to be 
working to full capacity unless it be 
those owned and operated by the large 
rubber manufacturers, who run their 
plants mainly on the scrap from their 
factories, and are not heavy buyers of 
scrap in the open market. One reason 
for present buying is supposed to be to 
cover short sales, as the season has not 
been sufficiently severe, so far, to bring 
out the supply of scrap footwear usually 
found unwearable by or before this 
calendar date. A considerable amount 
of scrap rubber (not all) boots and shoes, 
however, is being exported, Boston 
alone having shipped in August over 
80,000 pounds, at an average price of 
nearly $1.00 a hundred weight. 

We quote today’s prices offered by 
dealers. These must be discounted by 
a wide margin by collectors for small 
lots purchased from shoe dealers: 

Scrap boots and shoes: $8.00 to $8.25 
in Boston and New York; $7.80 to 
$8.00 in Philadelphia, and $7.50 to 
$7.75 in Chicago. 

Trimmed arctics: $6.20 to $6.35 in 
Boston; $6.00 to $6.10 in New York; 
$5.75 to $6.00 in Philadelphia; $5.50 to 
$6.00 in Chicago. 

Untrimmed arctics: $5.40 to $5.60 
in Boston; $5.25 to $5.40 in other 
markets. 














The “Three-In-One” 
Shoes 


OME buy for style—others for comfort — 


others for shapeliness and wear. But every one 


finds in LACE SHOES full satisfaction of their 
individual desire. 
For Lace Shoes set the fashion. They have the ease of 


a friendly glove. They fit right and hold their shape 
indefinitely — without adjustment at your expense. 





















Because they suit most people most of the time — 


LACE SHOES are the biggest-selling line. 


Specify DIAMOND BRAND Fast-Color Eyelets 
on all your Lace Shoes. The Diamond on top of each 
eyelet GUARANTEES it won't tarnish nor fray. 









United Fast Color Eyelet Company 
BOSTON, MASS. 









\o 
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“Lucky Seven’ Is Right 


HAvE you seen many salesmen 

lately who were in a position 
to guarantee the prices on the 
samples they were showing for 
Spring? 


Not many we venture to think. 





Which is one big reason why we 
apply “The Lucky Seven” to our 
salesmen. 


And by the way—the low cut 

samples they are showing are bring- 

ing a whole lot of orders for im- The [ uCkY 
mediate delivery. 


Looks like a lot of La France 
agents are wise to their opportunity 














to sell low cuts nine months instead Nath’l Adams i 

0 f fo ur. Martin J. Bolger 

a Jas. C. Hall { 
| Frank B. Newhall } 
} Frank Reese 


W. A. Seavey 
Frank J. Slagle 





“the warrant of value 
that makes you sure” 


| Williams Clark & Co. 


Lynn, Mass. 
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DO YOU KNOW 


THAT "PLANT PROCESS" SHOES for WOMEN 
ARE THE HANDIWORK of OUR OWN DESIGNERS, 
ARE CREATED UNDER OUR OWN ROOF, and FOL- 
LOWED THRU THE VARIOUS CONSTRUCTIVE PROC- 
ESSES, with EVERY CARE GIVEN to DETAIL? 


With the BEST EQUIPMENT THAT CAN BE 
PROCURED, with the NEWEST METHODS, the 
MOST FAVORABLE WORKING CONDITIONS 
OBTAINED, VERILY THIS LINE MERITS CON- 
SIDERATION, in YOUR SPRING BUYING. 


When you BUY "PLANT PROCESS" SHOES, 
TWO THINGS YOU CAN ALWAYS BE ASSURED OF, 
VIZ: THEY WILL FIT MORE FEET than OTHER 
MAKES, and secondly, THE PRICE IS RIGHT. 


OUR ONE-EYELET, and THREE-EYELET 
TIES are GOING STRONG; THEY ARE GLOVE- 
FITTING end FLEXIBLE. 





MANCHESTER, NEW HAMPSHIRE. 


























Oct. 18, 1919 
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PLANS FOR 1920 


More of the Better Looking Shoes 
for Women Wanted 


Lynn is getting ready for next year. 
Salesmen are out sounding the sentiment 
of the trade. Samples are being made 
up to show to the buyers who will 
throng Boston market in January. 

Greater production is the substance 
of the task that is looming up for next 
year. Lynnis already going atit. New 
factories are to be built. Present shops 
are to be electrified. New workers 
are being trained. Lynn will make 
more shoes in 1920 than ever before. 

Shops continue to run to capacity on 
orders already booked. Styles continue 
about the same—boots and low cuts 
for the Fall and Winter; pumps, oxfords 
and ankle ties for the Summer. Black 
shoes are the best sellers. 

‘Real value in footwear is more 
appreciated than ever,” remarks a 
manufacturer. “‘Women have learned 
the merits of shoes that fit comfortably 
and that adorn the feet, and they will 
give them up no more than they would 
give up silk stockings or limousines.” 


ONE McKAY SHOE 


It Looks Like a Safe, Sure 
Seller 
A McKay shoe for 1920 is an oxford, 
of gun metal leather, five eyelets, four- 
inch vamp and 13-8 heel. 


MORE FLEXIBLE McKAYS 


The Soles Are Flexed and Tempered 
in a New Machine 


A Lynn firm is making further 
improvement in its McKay shoes, 
which already are noted for their 
flexibility. It puts its soles through a 
machine that tempers and flexes them. 
The soles pass through a tank contain- 
ing a secret tempering compound. This 
makes them as mellow as can be. Then 
the soles pass through sets of small 
rolls, which bend them back and 
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News in Shoe Markets 


Manufacturing, and Merchandisi 
ments in America’s Shoe a 
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Lynn 


forth, making them as flexible a; harness 
leather. This process of tempering 
and flexing soles has been used with 
success by makers of turn shoes. Now 
a Lynn firm is using it, in the making 
of its flexible McKay shoes. 


BUILDING OPERATIONS 


Two Factories Are Contemplated— 
New Firms Are Coming 


Two factories, to provide 600,000 
feet of floor space, are planned for Lynn; 
the Industrial Council is promoting 
them. It is proposed that one of them 
shall be occupied by A. M. Creighton, 
and the other by A. E. Little & Co. 

Mr. Creighton now occupies space 
in four factories. He makes 7,500 pairs 
of shoes daily. A. E. Little & Co. now 
occupy space in three factories. They 
consider the moving of their branch 
factory at Newburyport to Lynn. 
It is claimed that these firms will secure 
important advantages and economies 
by concentrating their business in new, 
modern factories. 

The Industrial Council strongly ap- 
proves of the building of more factories 
in Lynn. It is inducing out-of-town 
concerns to come to Lynn, as well as 
promoting home enterprises. It has 
already secured a new machine shop 
and a new electrical implement factory. 


A NEW LYNN FIRM 


A Boston Banker Starts His Sons in 
the Shoe Industry 


Raymond, Swig, Malloy Company, 
has succeeded Raymond, Shapiro Shoe 
Company,587 Washington Street, Lynn. 
The new firm is made up of J. E. Ray- 
mond, president of the company and 
manager of the factory; Dr. H. B. 
Swig, treasurer; M. M. Malloy, »ecre- 
tary, and Simon Swig and Judge Louis 
Swig, directors. 

Simon Swig, a director of the com- 
pany, is president of the Tremont Trust 
Company of Boston. He is father of 
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Dr. Swig and Judge Swig, treasurer and 
director of the company respectively. 
M. M. Malloy will become his son-in- 
law, October 19, when he will marry 
Miss Ida Swig. 

The company makes 1,000 pairs of 
American welt shoes daily for women, 
growing girls, misses and children. 
It will increase its production. 


LOWER AT STORES 


Merchants’ Prices Are Lower Than 
Manufacturers’ Prices 


It is a curious circumstance that 
prices of shoes are lower in stores than 
at factories. Lynn shoes are selling 
in big city stores at prices lower than 
the prices asked for shoes at Lynn 
factories. The shoes at the stores were 
bought last Spring, when prices were 
low. The shoes at the factory are 
priced according to the cost of leather 
supplies and manufacturing these days. 


FOREIGNERS PROFITED 


Kid Leather Worth 30 or 40 
Cents More 


A Lynn kid leather merchant, who 


watches foreign trade, says that the ’ 


kid leather which Sir Percy Daniels 
and other British buyers secured in this 
country last Spring is now worth 30 
or 40 cents a foot more than they paid 
for it. 


WAREHOUSE OF STEEL 


The Barnets Build One for Storing 
Calfskins 
J. S. Barnet & Sons have built a 
warehouse of steel at their tannery in 
Lynn. It is of sectional construction. 
They have plans for an addition to 
their tannery. 


Hosiery Head Dead 


Alexander McCallum, president: of 
the McCallum Hosiery Company, 
Northampton, Mass., died on. Friday, 
Octoher 3. 
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COLLINS & STAPLES 
Makers of HAND TURNED 
PUMPS 


Full Louis Heels 
Leather, Satin and 
White Cloth 


Factory,118 Phoenix Row 








Boston Office, 110 Lincoln St. HAVERHILL, MASS. 








WHITES THAT ARE WINNERS 
TAIN MANY ware SHOE NOVELTIES’ 


YAN TURWS“©MSKAYS 


HARTMAN SHOE COMPANY 


HAVERHILL, MASS 
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The Line of 100 Styles 
of Comfort Shoes 
Juliets — Oxfords — Bals 
—Polish—Button—Theo 
Ties— Three Points— 
Gored Front Oxfords — 
Princesses—Sandals, etc. 


TIMSON BROS.,, Inc, 


























y, | Americas foremost 
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Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 
1312 Washington Avenue, St. Louis, Mo. 








IN-STOCK 


Deliveries At Once 
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New York City 


BROGUES ARE POPULAR 


Worn with Woolen Hosiery, Ribbed 
and Heather Mixtures 


’ The advent of colder weather in 
New York has ushered in the Fall 
season here and high shoes are now 
moving in greater quantities than ever 
before. Brogue effects are decidedly the 
leading style features and retail mer- 
chants report good sales of shoes and 
oxfords of this type to both men and 
women. The heavy brogue oxford is 
being worn with woolen hosiery, pref- 
erably ribbed and in the heather 
mixtures. 

Although high shoes are moving well, 
many retail merchants, particularly 
those in the Fifth Avenue and mid- 
town sections, report that low shoes, 
pumps and oxfords are still being taken 
in good numbers. The run of low shoes 
has stimulated the sales of spats and 
several retail merchants say that their 
stocks are almost exhausted now. Ad- 
ditional supplies are hard to obtain, 
they say, and prices have advanced 
since the last ordering. 

Having anticipated the brogue vogue, 
most of the retail merchants are fairly 
well supplied in these styles. Three of 
the most prominent Fifth Avenue 
retail merchants stated that they had 
ordered 25 per cent of their Fall stocks 
in brogue styles. Re-orders on brogues 
are coming through slowly and it is 
almost impossible to find manufactur- 
ers’ agents who will accept orders for 
brogues now. 


DEMAND FOR EVENING 
SLIPPERS 


Suedes Are Selling Well in Pumps 
and High Shoes 


Retail business in women’s evening 
slippers is big. The best sellers are 
satins in various colors and the tinsel 
and brocaded effects. Light shades as 
well as dark in evening slippers are in 
demand. The department stores and 
retail shoe shops are showing elaborate 
trims of evening slippers, buckles and 
hosiery to match. In some stores 
velvet slippers are said to be moving 
well, and all retail merchants report 
heavy calls for black kid and patent 
leather pumps. 

R. H. Macy & Company recently 
devoted a quarter-page advertisement 
to brown suede slippers for afternoon 
and dinner wear. 
well in nearly all stores at the present 
time in both pumps and high shoes. 


Suedes are selling — 


NEWSPAPER ADVERTISING 


Minimum Prices Quoted Create 
Some Criticism 


Within the last two weeks price has 
played an important part in the news- 
paper advertising of many retail shoe 
merchants. Following the lead of Brill 
Brothers, who published a list of mini- 
mum prices in their store on men’s 
suits, overcoats, hats and shoes, several 
of the shoe merchants also published 
minimum prices, none of which exceeded 
ten dollars a pair. Several of the lead- 
ing merchants are objecting to this and 
say that it is giving the public a wrong 
impression of real values. They charge 
that the stores advertising shoes at $5 
and $6 a pair are giving poor quality, 
but lead the public to believe that shoes 
of real value can be obtained at these 
prices. Several of the merchants 
declared their intention of bringing the - 
question up at the next meeting of the 
local retail shoe merchants’ association 


- on October 21. 


INCREASED PRODUCTION 


Longer Working Hours Suggested as 
Solution for Present Problem 


Local manufacturers and representa- 
tives of out-of-town producers say that 
their Spring production is fast being sold 
up. Many of the retail merchants 
are not waiting for the road salesmen to 
visit them, but are coming into the 
market and ordering their Spring 
requirements. Orders are not as large 
as in past years, it is said, partly be- 
cause the retail merchants have adopted 
conservative policies and partly because 
the manufacturers are compelled to 
limit orders in view of the curtailed 
production. Manufacturers and their 
representatives declare that an in- 
crease in working hours at the factories 
is the only solution to the present 
problem of underproduction. 


AT McCREERY’S 


Their Own Shoe Department Con- 
ducted—L. Nearing, Manager 
The agency for Sorosis shoes has been 
removed from James McCreery & Co., 
who had it for 22 years, to Arnold 
Constable & Co. At the latter store 
the agency is housed in a special section 
on the main floor with a separate 
entrance from Fifth Avenue. 
McCreery’s have replaced the Sorosis 
agency with a department of their own 
under the management of L. Nearing, 
former shoe buyer for William Hengerer 
& Co., Buffalo. In the new department 














Oct. 18, 1919 


shoes from a variety of sources will be 
handled. The department is located 
on the second floor on the 34th Street 
side, formerly occupied by Sorosis. 


NEW INCORPORATION 


Commodore Shoe Company Organ- 
ized for Export 


Recently the Commodore Shoe Com- 
pany of New York, with executive offi- 
cers at 1123 Broadway, has been in- 
corporated with a paid in capital of 
$27,000; full paid and non-assessable, 
this being an organization formed by 
the Kinzelberg Boys, who also control 
four of New York busy retail shoe 
stores in connection with a well-flour- 
ished mail order division. 

The new organization’s plans are for 
the wholesale, export and import of 
leather and shoes, findings, etc. Rep- 
resentatives are now situated in Mexico 
City, Habana, Cuba, and many other 
parts of the globe. 

Since the enterprise was started, 
considerable business has been done 
with the local retail and jobbing trade. 
The export end of the firm has also 
been successful in acquiring some of the 
large shoe orders being placed by foreign 
purchasing commissions in New York 
City. 


Business has increased so rapidly as to 
necessitate additional stock and reserve 
space within the New York wholesale 
shoe district. A member of the firm 
states that confirmed export orders are 
in hand for approximately 200,000 pairs 
of men’s medium and cheaper grade of 
work and dress shoes. The styles 
wanted are the medium wide Hi-Toe on 
the blucher style, black and tan. 


REAL SHOE HUSTLERS 


Kempe & Samuels in Business at 
134 Duane Street 


Kempe & Samuels have started in 
business at 134 Duane Street, New 
York City, specializing in women’s 
popular-priced welts and McKays. 

Teddy Kempe has been working in 
New York City for a number of years 
for H. Hirsh & Bro. and recently was 
manager for S. J. Glick Shoe Company. 

Mr. Samuels has been selling shoes 
for several years in West Virginia, 
Maryland, Pennsylvania, Ohio and 
District of Columbia for S. Putney Shoe 
Company, Richmond, and the Peters 
branch of the International Shoe 


- Company. 


Both young men have been working 
for “‘the other fellow” and have finally 
agreed that the way to success is to 
start in business for themselves. 


Philadelphia 


BUSINESS EMPROVING 


The Sales Volume Is Not Phenome- 
nal, but Is Increasing 

There has been a marked, though 
not a radical, increase in retail sales in 
Philadelphia of late, and while business 
is not phenomenal in the actual amount 
of stock sold, it is more than satisfactory 
when measured by the standard of dol- 
lars and cents. With conditions as 
they are, merchants are well content 
with any improvement in the situation 
and are not inclined to be too definite 
in their hopes. 

At least the increase in sales of shoes 
appears to be leading similar increases 
which have been noted in all lines of 
wearing apparel, for as a matter of fact, 
a comparison of the percentage of ad- 
vance in shoe prices over the past season 
with the percentage of advance in cloth- 
ing is very much in favor of the shoe 
trade and it would seem that the public 
is rather well aware of it. 


CLOTHING AND SHOES 
A Comparison in Regard to Prices 
and Buying 
But notwithstanding this, as one 
merchant points out, the advances in 


clothing have been a real factor in 
hurting shoe sales. There is no question 
but that the higher prices mount the 
more strain is being exerted on the con- 
sumer’s pocketbook and the closer he 
has to figure on his purchases. It fol- 
lows, quite clearly, that the consumer 
who has to pay a higher price for clothing 
than he expected has less funds left for 
the purchase of shoes. If he buys the 
shoes first, that’s different, but looking 
at it from the shoe man’s point of view, 
it is surprising how many people buy 
their clothing first and their shoes 
afterward. This would seem to be 
particularly the case among women. 


BIG LOW-PRICE DEMAND 


Extravagant Tendency on Part of 
Public Not So Marked 

That the high prices actually are be- 
coming a serious strain upon the pub- 
lic pocketbook, as well as upon the pub- 
lic patience, is indicated quite clearly 
in the relative swing of demand toward 
the lower end of the shoe price schedule. 
Much has been said of the extravagant 


tendency of the public in every section, 


of the country in its desire to buy only 
the best goods obtainable and of its 
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scorn for cheaper merchandise in spite 
of the outcry against high prices. And 
undoubtedly the much that has been 
said has been true. But it is not so true 
today as it was last season. 

There is a greater proportion of the 
Philadelphia public buying $7 and $8 
shoes this season than bought the same 
grade of footwear at the lower prices 
last season, and with prices tending 
higher for the next, despite all efforts, 
the Philadelphia retail merchants are 
inclining more strongly all the time to 
avoid plunging on high-price lines. 


ANXIOUS FOR CONVENTION 


Merchants Looking for Results at 
Boston, January 12-16 


As the calendar year enters its last 
lap, and the date for the convention 
of the National Shoe Retailers’ Associa- 
tion draws nearer, the Philadelphia 
merchants are looking forward to the 
event with considerable hope that it 
will bring forth some further measures 
of material aid to the trade. They have 
much to be proud of in the manner in 
which the association has held a steady- 
ing hand on the situation in 1919. In 
fact, they can be more than proud of 
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it—they can be very thankful for it. Its 
influence has been tremendous and 
unequaled by any similar body of 
retail merchants in any other trade. 
Local merchants are expecting some 
very constructive and valuable thought 
to come out of the Boston convention, 
which, according to all indications, is 
going to break all records for any retail 
trade in this country. 


LEATHER MARKET ACTIVE 


Busy Season Predicted — Large 
Canadian Orders Shipped 


Leather men here are predicting an 
unusually active buying season, though 
so far the actual volume of buying has 
not been great. The number of buyers 
in the market, however, is increasing 
week by week and there appears to be 
an ever-growing inquiry. 

The better grade leathers are said to 
be scarce at present, with every indica- 
tion that the bulk of the demand will 
develop in their direction. Hides are 
high and firm. A much better demand 
for glazed kid is in evidence and several 
large orders are reported to have been 
shipped from this city to Canada 
recently. 


Rochester 


WILL VISIT ROCHESTER 


European Trade Leaders to Be in 
Rochester Next Month 


Members of the International Trade 
Conference under the direction of the 
National Chamber of Commerce who 
are to meet in Atlantic City October 22 
to 26 will be in Rochester November 20 
and 21 in the course of a tour of the 
principal industrial centers of the 
United States. The men are leaders 
of finance and industry in Great 
Britain, France, Italy, Belgium and the 
United States. The conference is meant 
to bring together the leading business 
heads of five nations. It is believed that 
it will determine along what lines each 
country will work for better trade 
relations. 


SHOE WORKERS’ RECREATION 


Utz & Dunn Joinin This Movement 
for Employes 


Utz & Dunn joined the ranks 
of other Rochester manufacturers in 
providing healthful recreation for their 
employes by associating with the 
Industrial Athletic and Recreation 
Association, an organization that pro- 
“vides athletic contests, dances and 
other entertainments for factory work- 


ers. The organization has a member- 
ship of 21,000, many of whom are 
employed in the Rochester shoe facto- 
ries. 

DEATH OF LEWIS ADLER 


Retired Shoe Manufacturer Struck 
by Automobile—Dies from Injuries 


Lewis Adler, 82 years of age, and a 
former member of the firm of Adler, 
Martin and Katz, manufacturers of soft 
sole shoes, was struck by an auto- 
mobile one day last week and died a 
few hours later from the serious in- 
juries sustained in the accident. Mr. 
Adler was born in Germany and came to 
this country at an early age. About 
20 years ago he settled in Rochester 
and became a member of the firm of 


-Adler, Martin and Katz. Mr. Adler 


retired from active business about two 
years ago. He leaves a wife, two sons, 
one being Simon L. Adler, who is the 
majority leader of the New York State 
Assembly. 


PAPER ON SHOE INDUSTRY 


Dean of Rochester Shoe Manufac- 
turers Traces Local Market Growth 


A paper entitled “Rochester and the 
Shoe Industry,” written by Edgar P. 
Reed, president of E. P. Reed & Co., and 
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dean of the Rochester shoe manu- 
facturers, was read at the twentieth 
annual meeting of the New York State 
Historical Society which was held in 
Rochester last week. The paper will 
be published in the Quarterly Journal 
issued by the Historical Society. 
Mr. Reed is 83 years old and has been 
actively engaged in the manufacture 
of shoes in Rochester for 53 years. He 
is honorary vice-president for life of 
the National Boot and Shoe Manu- 
facturers’ Association, of which organ- 
ization he is the founder. 


RUBBER PRICES 
Discussed by Local Shoe Merchants’ 
Association 


Rubber prices as well as rubber 
shipments already received by the 
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Rochester shoe merchants were the 
main topics of discussion at the weekly 
meeting of the Rochester Retail Shoe 
Dealers’ Association. Many of the 
shoe merchants present reported that 
they had not received their full ship- 
ment of rubbers. A_ representative 
of one of the local jobbers will be invited 
to give the members some data on the 
rubber situation at the next meeting. 
A drive will also be made for a larger 
attendance. It was reported at the 
meeting that the shoe retail salesmen 
were perfecting a union and among 
their initial demands would be shorter 
hours, a better rate of wages and an 
absolute refusal to sell any other 
than Union-made footwear. No action 
was taken by the shoe merchants who 
will await further developments. 


Chicago 


AT HIGH GEAR 


Retail Shoe Merchants Report an 
Active Business 


A solid week of cool weather demon- 
strated to the Chicago shoe merchants 
that public interest in Fall footwear was 
only a matter of atmosphere and not 
affected by more or less disturbed condi- 
tions in sections of the country remote 
to Chicago. Saturday, October 11, 
was the biggest day that local trade has 
had this season. Brisk cool weather all 
week impressed both men and women 
that the necessity for high cut shoes is 
imperative. All the merchants reported 
a highly satisfactory trade last week and 
they all are of the opinion that an active 
business will be maintained until the 
holidays. 


BUSTER BROWN HERE 


Entertains Children at Mandel 
Brothers’ Playground 


Buster, Brown himself and his dog 
Tige are in Chicago doing stunts at 
Mandel Bros.’ playground where it is 
announced that every boy and girl can 
see this team perform. Free entertain- 
ment and souvenirs for all children are 
offered. Buster Brown and his dog are 
here to stimulate interest in Buster 
Brown shoes. 


STORES PUSHING OXFORDS 


Patent Pumps with Low Heels Are 
Featured 


In way of anticipating the desire of 
customers for this class of merchandise, 
a few of the stores have been using news- 
paper advertisements to offer season- 


able oxfords for early Fall wear. The 
styles varied slightly—black Russian 
calfskin, brown Russian calfskin, tan 
English grain oxfords either with Baby 
Louis heels or with low walking heels. 
Patent pumps with low heels also were 
being featured. All of the stores em- 
phasized that these low shoes could be 
worn not only for early Fall, but also 
far into the Winter months with spats 
or wool hosiery. 


GOOD WHOLESALE TRADE 


Many Calls Are Made for Women’s 
Shoes 


The houses in the wholesale district 
have reported an increase in volume of 
business which they predict will be 
maintained at a high level until the 
holiday season approaches. The whole- 
salers of women’s shoes are having more 
difficulty in replacing their stocks than 
the houses that handle children’s and 
men’s shoes, but by many visits to their 
manufacturers they are able to secure 
sufficient stocks to take care of 90 per 
cent of “immediate delivery’ orders. 
Good trade is reported in every branch 
of the wholesale business. 


“THINK IN WORLD TERMS” 


Says Dr. Lynn Harold Hough, Col- 
lege President 


“The crying need of the Mississippi 
Valley is conservative radicals, men who 
are as conservative as the things that 
ought to stay steady and as radical as 
the things that should be changed,” said 
Dr. Lynn Harold Hough, president of 
Northwestern University, speaking be- 
fore the delegates to the third regional 
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convention of Zone 6, Mississippi 
Valley Association. 

Dr. Hough added: 

“The people of Chicago and the 
Middle West must put away provincial 
thinking and begin to think in terms of 
world interest and world trade. 

“The residents of this great Missis- 
sippi Valley must obtain their share 
of world commerce and for the develop- 
ment of South American trade we must 
use our natural waterway.” 


Points Out Unrest Peril 


Resolutions were adopted declaring 
there is great danger of the people being 
misled in economic, sociological and 
governmental matters and that the best 
method to overcome such theories is in 
concerted action for the good of the 
entire community. 


Resolutions Adopted 


“Resolved, That we believe the solu- 
tion of our present industrial unrest will 
be found only in increased and constant 
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production in every line of industry, 
because through such production alone 
the strain now heavily resting upon the 
law of supply and demand can be 
properly equalized; and that we are 
more in need of a sane interpretation 
and application of laws already on the 
statute books than the passage of addi- 
tional laws.”’ 





POOL STRENGTH, CRY 


The concluding paragraph of the 
resolution read: 

“Resolved, That we cordially urge 
the union of all agricultural, manu- 
facturing, industry and transporta- 
tion interests in the valley in a co-oper- 
ative movement, and consolidation of 
strength of the Mississippi Valley’s 
tremendous resources, to the end that 
all of its means of production, trans- 
portation and distribution be devel- 
oped to the fullest extent for the welfare, 
prosperity and happiness of the 
people of the United States.”’ 











Grand Rapids 


TRADE IS EXCELLENT 


What the Shoe Store Windows 
Reveal 


The retail trade is reported as excel- 
lent, both in men’s and women’s wear. 
The window displays of the retail 
stores show $8 to $10 as the popular 
price here, with occasional exhibits 
running to $12 and $14. Merchants 
say that men buyers show a marked 
reluctance to go beyond $10. Some of 
the exclusive shops carry shoes that 
go as high as $16 and say that the sales 
in this grade are as easy as at the lower 
levels. Women’s psychology seems 
to be different. The window displays 
make few exhibits below $10, and 
merchants say that the average woman 
seems hurt if she is not charged at least 
$12. 

Many low shoes are being sold this 
fall with spats to match the gown and 
an active trade in low shoes is looked 
for through the season. 


TO DOUBLE OUTPUT 


Eagle-Ottawa Leather Company 
Building Additions 


The Eagle-Ottawa Leather Company 
has awarded building contracts to 
practically double the capacity of the 
plant. The construction program in- 
cludes a hide house 400 by 60 feet, an 
additional story to the finishing shop 


300 by 60 feet and another story to the 
leather drying shop 325 by 60 feet. The 
company’s plant at Whitegal will also 
be increased about 25 per cent. The 
additions are being made to better 
handle the foreign trade. 


ADDITIONAL LEATHER 


Rindge-Kalmbach-Logie Co. Get- 
ing Additional Supply 


C. D. Lathrop of the Rindge-Kalm- 
bach-Logie Company is in the East on 
business and Superintendent W. J. 
Kernaghan is in Milwaukee, Chicago ° 
and other points for additional leather 


supply. 
BY ALLOTMENT 


A Suggested Method for Shoe 


Manufacturers 


The shoe manufacturers who have 
oversold their capacity may be inter- 
ested in knowing how the Grand Rapids 
furniture manufacturers, under similar 
condition, are meeting their problem. 
One method of the Grand Rapids furni- 
ture men is to advise their customers 
how much they can have during the 
season, this being based on a fair 
average of their purchases in former 
seasons, and then letting them have 
anything they want up to that amount. 
If a buyer usually takes $50,000 worth 
in a season he can have $50,000 worth 





oe eee 





Oct. 18, 1919 


this season and no more, he to make 
his own selections. Another plan is to 
make deliveries in regular order as the 
orders came in until each has had one 


suite, and then ship second suites to the 
buyers in order until each has been 
served, continuing this as long as the 
goods hold out. 


Milwaukee 


RECORD-BREAKING YEAR 


With No Abnormal Factors to Swell 
Volumes 


The year of 1919 will go down in 
history as the greatest period ever 
known in the shoe manufacturing 
industry of Milwaukee. Withtwoanda 
half months of the year still to come, the 
local factories already are far and away 
beyond the business volume of the 
entire year of 1918. A feature which 
makes the situation all the more 
interesting is that this year there was 
no abnormal factor such as war con- 
tracts to swell the volume. While 
export business has developed and is 
growing, the great bulk of business is 
from domestic sources, so that this 
year’s record-breaking progress of the 
shoe industry here is wholly conspicu- 
ous in every respect. 


DEMAND MORE SEASONABLE 


Trend of Retail Shoe Trade Turns to 
High Boots 


The trend of retail shoe trade in 
Milwaukee has turned to high boots in 
the past week or ten days, probably 
owing to the arrival of the first real cold 
spell this Fall. Until then oxfords and 
pumps had been selling far better than 
boots. Even now goods formerly 
considered strictly Summer merchan- 
dise are moving actively, and merchants 
look to see this trend continue in- 
definitely. Men’s shoes, both in low 
and high cuts, are in excellent demand. 
The brogue oxford is beginning to have 
its strongest appeal since colder weather 
setin. It is, however, a decided novelty 
as yet and the men seem to be waiting 
for a more general use of this shoe 
before real buying can be expected, 
according to one of the big downtown 
stores. 


BIG “FOOT-FITTER” PLANT 


Being Erected by the Edmonds Shoe 
Company, Capacity 3,000 Pairs 


That Milwaukee is rapidly growing in 
importance as a shoe market is evi- 
denced by the new shoe plants recently 
completed and now in course of erection. 
The newest and one of the most novel 
shoe plants now under course of con- 
struction is that of the Edmonds Shoe 
Company, which is being erected at 


Bremen, Concordia and Weil Streets. 

The unit now being erected will have 
a daily capacity of three thousand pairs 
and will also house the general offices as 
well as the stock-rooms and general 
supply departments. Immediately on 
completion of the first unit, a sister 
unit with an additional capacity of 6,000 
pairs will be erected. Construction 
work will be completed by January 1, 
1920. The building will cover a very large 
single floor area. The dimensions will be 
477 feet in length and 134 feet in width. 
The building will be of steel skeleton 
construction and the walls will be 
composed of tapestry brick with terra 
cotta cornice and cut stone trimmings. 
A modern steam heating (vacuum) 
system is to be installed. 

Each department will have its own 
wash, locker-rooms and _ lavatories, 
which will be outfitted in equipment 
of the latest improved type and will 
be equipped with steel doors, steel 
stall and tile floors. First Aid, Hospital 
and Cafeteria conveniences have been 
amply provided for. 


Daylight Plant 


This plant will be a ‘‘daylight” plant 
in every sense of the word, as fully 65 
per cent of the roof area will be of glass. 
A steady north light ‘will reach all parts 
of the building so that there will be no 
dark corners. The overhead daylight 
lighting will thus not only be uniform 
but direct. There will be a saw-tooth 
for every two rows of machines and 
the light will pass directly over the 
right shoulder of each operative. 


One Service Aisle 


Another original feature. will be that 
of the one service aisle (serving all 
departments) which will extend the 
full length of the building. Aside from 
carrying all electric, gas and water 
conduits, this aisle will form a passage- 
way for electric trucks, which will con- 
vey materials direct from the supply 
rooms to the different departments. 


New Method of Arrangement 
The departments throughout the 
building will run crosswise instead of 
lengthwise. The shoe in the making 
will start at one end of this mammoth 


room and finish at the other—every. 


operative in the entire factory in plain 
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ATTENTION, MR. SHOE ee 
Change your Faded or Off Colored Shoes to 
Latest Fashionable Cordovan ein. We will 
RECOLOR them by our Patented Process at 
our Recoloring plant. Simply send us your 
stock. Best stores in coun 26 o°* ene cyiem. 
Colors permanent. NO PAI = bony us for 
oan information or send sam = ae or trial. 

“Tt ALBANY SHOE REPAIRS 
ING a bone NY, Recoloring Department, 





157 Kingston , Boston, ass. 








anufacturer 
OF QUALITY BUCKLES 
FOR THE SHOE TRAD 
aie = designs ~ High Grade 
- &% COULTAS CO. 
PAOVIOENCE-#FA./. 








THE 1920 STYLE IS COVERED 
Buckles and Bows 


An Assortment of All Shoe Ornaments 
THE VANITY NOVELTY WORKS 
913 Gates Ave. Brooklyn, N. Y. 











ie mark om 
600d shoe bekies © 
ever since IOS 

L. ALTERSON & CO. SQ? 


PHONE GREELEY GGG 


| 102 W 34% St., 





New York City N.Y. 





RITE-AWAY 


TRADE MARK 


REEL OUTFIT 


PATENT PENDING 
BRAID ON THE REEL 
MANUFACTURED BY 


H. W. RAMSAY & COMPANY 
148 FEDERAL STREET, BOSTON, MASS. 











9 SUMMER ST he as 3S é 
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Fox 2-Ply Shoe 
Tongue Pad 


The ey one having 
ply Feature. 


Made Exclusively by 
THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y. 

















Accounts of Shoe and Leather Firms Solicited 














41 BEDFORD STREET, BOSTON 
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Men’s Shoes 


Where to Buy 








FINE FASHIONS FOR MEN 


PLAIN 
CARTONS 


UNION 
MADE 








FISKE SHOE & LEATHER CO. 
717-719 Atlantic A . Bost 








Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


Salesroom 
New York, N. Y. 





The Shoe Factory 
Above t he Mark _ Breckton 








THE“ TOUG AS” SHOE 


BETTER THAN THE BEST 
Strenghten your line with the fast-selling 
men's welts we can send you. In stock. 
Made to order. 


GEO. N. TOUGAS SHOE CO. 
161S St., B 

















foR JIEN 


wfio care to dress 
well~ ‘~ 


TDBARRYC2 


Brockton, Mass. 
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Where to Buy 


Men's, Women’s and Children’s Shoes 








AShoe for Boys 
That Wears 


Marston & Tapley Ce. 
DANVERS, MASS. 











ELIAS BERLOW 


Shoe Exporter 
108-110 Duane St., New York, N.Y. 


Cable “‘Bershu”’ 
We Will Handle Your Foreign Business 











EDITORIALLY, THE 
Boot and Shoe Recorder 
is the most alert, aggressive and pro- 


geave journal in the world pub- 
ed for the shoe merchant. 
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view of the superintendent at one 
and the same time. One of the most 
important features of general appli- 
cation will be development of conveyors 
and carriers for the transfer of lasts and 
parts, as well as all materials and sup- 
plies, from one operation to the next 
in the natural processes of manufactur- 
ing. 
Daily Output 2,400 Pairs 


Just 15 months have passed since the 
Edmonds Shoe Company put into 
operation the unorthodox idea of mak- 
ing just one shoe in one leather over one 
last. That this idea is a practical one 
is demonstrated by the fact that in this 
short time this company has increased 
in average daily output from nothing 
to 2,400 pairs per day, and the demand 
for its product is increasing to such an 
extent that the 3,000 pair daily output 


of the first unit, is already nearly sold. 


up for the coming Spring season. 


PROMINENT TANNER KILLED 


Charles H. Weisse Meets with 
Tragic Death 


Charles H. Weisse, president of the 
Charles S. Weisse Company, a well- 
known tanning concern at Sheboygan 
Falls, Wisconsin, was instantly killed 
when caught by the collapse of a wall 
which was the only thing remaining of 
the big plant following its destruction by 
fire on September 30. Mr. Weisse and a 
gang of workmen on October 8 were 
exploring the ruins when the brick wall 
fell without warning, burying Mr. 
Weisse and eight laborers underneath. 
Coming only a week after the big fire, 
which caused a loss of $160,000 or more, 
the second misfortune is unusually de- 
plored. Mr. Weisse was 52 years of age 
and had achieved much success as a 
business man and citizen. He served 
the sixth district of Wisconsin as mem- 
ber of Congress from 1902 to 1910, in 
which year the Democratic party made 
him candidate for the United States 
Senate in opposition to Robert M. 
LaFollette. Mr. Weisse lost out by a 
small margin and since then devoted his 
entire time to the growing tannery 
business. He also was proprietor of the 
Sheboygan Daily Press. The funeral 
was held October 11 under Masonic 
auspices. Otto B. and Louis A. Weisse, 
brothers, will continue to manage the 
business. 


COPELAND A BANK DIRECTOR 


Secretary-Treasurer of Copeland & 
Ryder Company 


Charles E. Copeland, secretary and 
treasurer of the Copeland & Ryder 
Company, boot and shoe manufacturers, 
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Jefferson, Wis., has been elected a 
director of the Farmers’ & Merchants’ 
Bank of that city to fill a vacancy. The 
Copeland & Ryder Company is the 
largest industrial concern in Jefferson 
and is well known throughout the 
United States. 


FEDERAL RUBBER ACTIVITY 


Works at Cudahy Have Been 
Tripled 


Although it has been erecting ad- 
ditions and extensions continually for 
the last three or four years, the Federal 
Rubber Company has not yet been able 
to provide the capacity required by the 
demands of its trade. The works at 
Cudahy, Milwaukee County, have been 
more than tripled in size since 1916. 
The molded and mechanical goods 
departments have shared well in this 
expansion. At this time work is being 
completed on a number of buildings, 
and this week another addition will 
be begun, consisting of a rubber cement 
storage costing about $100,000. A 
feature of the building will be the tank 
vault, which will contain eight 10, 000 
gallon steel holders. 


MORE P. & V. BUILDINGS 


This Time a_ Six-Story Hide 
House 


The Pfister & Vogel Leather Com- 
pany is continuing an extensive building 
program, which has been carried on all 


* year and will require at least six to ten 


months more to complete. The latest 
construction work to be undertaken is 
the erection of a six-story hide house, 
150 x 150 feet, at the Menomonee tan- 
nery, foot of Oregon Street, in Mil- 
waukee. According to the building 
permit, the cost will be $112,000. 


EVERWEAR HOSIERY EXPANDS 


Will Quadruple Output Within 
Three Months 


The Everwear Hosiery Company, 
one of the big hosiery concerns of 
Milwaukee, will quadruple its output 
within the coming three or four months. 
It has taken a long term lease on one 
of the largest buildings of the Pabst 
brewery group on Tenth Street, near 
Chestnut Street, and will remodel it at 
a cost of $75,000. 


MELSTRONE CO. INCORPORATED 


With an Authorized Capital of 
$25,000 


At least five new corporations or- 
ganized to manufacture boots and 
shoes have been founded in Milwaukee 
in as many months. The latest is the 
Melstrone Shoe Company, authorized 
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capital, $25,000. The incorporators are 
Charles:-and Rose Kozak and Edwin 
W. Knappe, attorney, Caswell Block. 
According to Mr. Knappe, the in- 
corporators are not ready to divulge 
details of their plans. It is understood, 
however, that the new concern intends 


to open a factory at Fifth Street and. 


North Avenue. 


BADGER BRIEFS 
A Store Removal and Other Inter- 
esting News 
The Julia Marlowe Shoe Parlor at 
Sheboygan, Wis., owned by Leopold 
L. Imig, for 25 years a traveler for the 
Rich Shoe Company in Eastern Wis- 
consin, will move about November 1 to 


a new store at 627 North Eighth Street, - 


the original store having long ago been 
outgrown. Heretofore Mr. Imig has 
specialized in the Julia Marlowe, but 
he intends to add a Brooklyn shoe and 
also regularly stock children’s shoes. 
The Marshfield (Wis.) Boot & Shoe 
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Hoéspital has added a full line of shoes 
and is now a complete retail store, 
besides continuing its large repair shop. 
Walter Curler is proprietor. 

Kuehl Bros., retail shoe dealers at 
Neenah, Wisconsin, have moved from 
the First National Bank Building to a 
new location in the Hotel Neenah 
Annex Building on East Wisconsin 
Avenue. 

Albert Thompson, Sturgeon Bay, 
Wisconsin, for several years conducting 
the repair department of the Birming- 
ham Shoe Store, has moved to the 
Wagener Building and will continue the 
repair business under the style of 
Sturgeon Bay Shoe Repair Shop. 

Wein Bros., Marshfield, Wisconsin, 
have installed some new repair equip- 
ment, including an automatic nailer, 
the first in that city. 

John Hofbauer, Oconto Falls, Wis- 
consin, is enlarging his business by 
moving to the Owen McHugh Building 
on Main Street. 


Haverhill 


BUSINESS IS BRISK 


Rapid Progress at Welch, Moss & 
Feehan’s 


Business is brisk here. The manu- 
facturers are much concerned over 
production. Speedy deliveries in pre- 
war volume are quite impossible. New 
factories nearing completion will pro- 
vide the extra floor space necessary for 
new firms and the old ones that are 
ready to spread out. 

One of Haverhill’s younger firms, the 


_ Welch, Moss & Feehan Company, 


reports rapid progress. In spite of 
handicap at the start in getting equip- 
ment, they are today making deliveries 
of shoes, the quality of which has been 
pronounced as highly satisfactory. 


A NEW FIRM 


Community Shoe Shop Ine., 
Georgetown 


A new firm, the Community Shoe 


Shop, Inc., Georgetown, is the most 
recent addition to the factory family. 
The new concern has manufacturing 
facilities and before long will be ready 
to see the trade with a line of children’s 
shoes. 


REGARDING SHOE ORNAMENTS 

Fascinating in Beauty of Design and 
Finish 

The shoe ornament business is good. 


It might be better if the raw material 
market was easier. Difficulty in secur- 


ing the materials necessary to manu- 
facture the finished ornaments is 
reported as a handicap. It does not 
trouble designers, however, who never 
seem to be at a loss for ideas. Some of 
the ornaments being shown by Haver- 
hill ornament houses are fascinating in 
their beauty of design and finish. 


A LABOR DEMAND 


Factory Space Crowded—Branch 
Shops Started 


There is big demand for labor which 
was proved by a full-page advertisement 
for skilled operators in recent issues of 
the Haverhill newspapers. Factory space 
in Haverhill is crowded. New factories 
have been completed and others fast 
nearing completion. Some firms have 
started branch shops in the country. 


BEHIND THE FOOTLIGHTS 


A Rickard Shoe Company’s Model 
Worn by Actress 
Miss Irene Summerly, leading lady 
of the Academy Players, has learned 
to appreciate Haverhill’s prominence as 
a producing center of high grade foot- 
wear, and is wearing one of the Rickard 
Shoe Company’s snappiest models be- 
hind the Academy footlights. 


CHRISTMAS GIFTS 


Turn Shoes in Attractive Patterns, 
Also Comfys 

The slipper business of Haverhill 

manufacturers is unusually good this 
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Where to Buy 


Miscellaneous 








Trim Your Windows with 


WIN -DECO 


DISPLAY PAPERS 


WIN-DECO DISPLAY SERVICE 
93 Federal St. Bos' 











WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch boots, high lace 

boots and shoes. Write 

for catalog. 

REECE SHOE COMPANY 
Columbus, Nebraska 











Shoe Store Chairs, Settees, 
Fitting Stools, Screens, etc., 
Wood Window Display Fixtures 
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BALLETS 


“CHICAGO 





SALES LETTERS 


MULTIGRAPHED— 
FILLED IN--SIGNED— 
MAILED. 


F. S. ROOT CO. 


meer yo PUBLICITY senvece 
6 BEACON ST., BOSTO 











Where to Buy 


Rubber Footwear 








MAKERS OF 


DISTINCTIVE 
RUBBER 
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FOOTWEAR 
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WHY IS IT 


The American woman of today demands shoes 
made on long narrow toe lasts? 
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It is because she is after style that will add to 
her good appearance. She wants style that gives 
grace, beauty, character and delicacy, and har- 
monizes with the rest of her wearing apparel. 
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Can you imagine a woman of taste after arraying 
herself in all her finery, spoiling the beautiful 
effect by slipping her feet into anything but the 
most graceful footwear—such as you have right 
now on your shelves? 
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Stock No. X290 
PATENT LEATHER PLAZA 
136 inch Baby Louis We prophesy that shoes made on long lasts, with 
Sies AA 48 A 28 not too long vamps, will continue in vogue, for the 
oer GS, reason that our well dressed women know what 


they look best in—Ask them! 
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Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston New York Philadelphia Chicago San Francisco 


183 Essex St. 851 Marbridge Bldg. 600 Denckla Bidg. 20 W. Jackson Blvd. 417 Pacific Bldg. 
Great Northern Bidg. 


Montgomery, Ala. Kansas City, Mo. Philippine Islands 
20 Galena Ave. 537 Ridge Bidg. 304 Roxas Bidg., Manila 


All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25 cents a pair extra. 
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year. Manufacturers of fine, turned 
shoes are producing some beautiful 
novelties suitable for Christmas gifts. 
In addition to dancing slippers they are 
also producing a great many comfort 
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slippers for home wear, such as would 
please daddy at Christmas. 

Some Haverhill manufacturers have 
put samples of square-toed pumps into 
their line. 


Brockto 


RESUMES OPERATIONS 
Financial Affairs of Superior Shoe 
Company Adjusted 

The financial affairs of the Superior 
Shoe Company have been’ adjusted 
by agreement between the three princi- 


A REORGANIZATION 
Brockton Welting Company Cap- 
italized for $300,000 

The Brockton Welting Company 
some time ago was sold to a Lynn firm. 
Reports have recently been heard that 





Four-story, 75-foot addition to C. S. Marshall Company’s factory, Brockton, to 
provide increased capacity for the accommodation of customers. 


pal stockholders, Jacob L. Smith, William 
Nagle and Joseph Dushman. The 
former retains control and will remain 
president. It is reported that the 
concern will resume business at once. 


TO DOUBLE OUTPUT 


At the J. E. French Shoe Company, 
Rockland 

The J. E. French Shoe Company of 
Rockland, Mass., has broken ground for 
a factory addition which will provide 
increased manufacturing facilities. . A 
thousand pairs added production daily 
is to be realized. The estimated value 
of the factory addition including tower 
and new office section is about $50,000. 
Thought has been given to the comfort 
and convenience of employes in the 
plant. A rest room will be a feature 
of the new building. 


the Lynn people had reorganized the 
old company, capitalized it for $300,000 
and were intending to begin operations. 

The incorporators are: Charles E. 
Turner of Avon, Arthur D. Tilton of 
Brockton, one of the founders of the 
business here over a score of years 
ago, and Albert E. Morrill of the Lynn 
firm which bought the business. 


SHOE SHIPMENTS GROW 


The Gain Over 1918 More Than 
100,000 Cases 

During the past week, 14,752 cases of 
shoes were shipped from this city bring- 
ing total for the year up to 589,654 
cases. The gain over 1918 is more 
than 100,000 cases. The healthy 
condition of Brockton’s shoe trade is 
revealed in these figures in an in- 
disputable manner. 


Boston 


*““NEVER BETTER” 


Is the Verdict of Local Shoe Mer- 
chants Regarding Business 


A survey of the retail shoe shops of 
Boston discloses the fact that exclusive 


shoe stores and shoe departments are 
doing a record-breaking business all 
along the line in low shoes and high 
shoes for men and women, in hosiery, 
in buckles and shoe findings. 
thing is moving well. 


Every- 
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ATj.SHEPARD-NORWELL COM- 
PANY, 


Anniversary Shoe Sale Largest in 
Store’s History 


At the shoe department of Shepard- 
Norwell Company, the regular October 
Anniversary Sale has just been com- 
pleted. C. B. Merrill, the manager, 
stated that the business transacted 
during the past week as a result of this 
anniversary sale doubled any previous 
week’s business which the shoe depart- 
ment had ever transacted. 


BLACKS, THE FAVORITE 


Proportion Is 60 Per Cent Blacks— 
40 Per Cent Tans 


Black shoes are selling in large 
numbers at the shoe department of 
Shepard-Norwell Company, so are tans 
in the various shades, but the propor- 
tion is 60 per cent blacks, 40 per cent 
tans. Low shoes are selling in large 
numbers as well as high shoes. There 
seems to be no call here for button 
shoes. Lace patterns are decidedly the 
favorites. Business on children’s shoes 
is excellent. 


A SAILOR TIE PUMP 
Also a Tan | Button [ Moire Spat 


A sailor tie with a narrow flat silk 

lace is being - heavily featured and 
demanded. A 10-button gray moire 
spat was an attractive feature of one 
of the show cases. 
. The hosiery department of this firm 
adjoins the shoe department. A black 
silk stocking with a jet insert at $6.95 
the pair found many customers. 


DEMONSTRATING FOOT COM- 
FORT 


Messrs. Scott and Rintellen Demon- 
strating Dr. Scholl’s Course 


J. M. Scott and Mr. Rintelen from 
the New York office of the Scholl 
Manufacturing Company have been 
at work the past week in the shoe 
department of Shepard-Norwell Com- 
pany busily engaged in proving to the 
buyers the service that is necessary to 
give the public. 

The sales force is instructed in Dr. 
Scholl’s system, Messrs. Scott and 
Rintellen being on hand to supervise 
the fitting of the arch supports, showing 
the different kinds of shoes for different 
kinds of feet, helping the force in their 
shoe sales as well as teaching them how 
they may give foot comfort. 

Mr. Scott told the “Recorder” 
representative that they were having 
good success and were well satisfied; 
that he felt that they were convincing 
the customers of many of the Boston 
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Ready for Delivery—Now 


B 445 $7.50 B 446 $7.25 


Tan Calf Oxford, 14-8 Military Heel, Black Glazed Kid Oxford, 14-8 Mili- 
Perforated Imitation Tip, Imitation tary Heel, Perforated Imitation Tip, 
Lace Stay. Imitation Lace Stay. 


Sizes Sizes 

AAA 4% to8 AAA 4% to 8 

AA 4%to8 AA 4'%to8 
4 to8 A 4 to8 
3 to8 B 3 to8 
2% to8 C 2%to8 
2% to8 . D 2%to8 


Two Styles That Sell 


B 445 — B 446 


For Spring, we suggest these oxfords—Styles B 445 and B 446. They are here, 
ready for shipment. Two of Ford’s Styles for the coming season that are sure 
to prove popular with your trade. 


Terms— Net 30 Days 


Prices subject to change without notice 


CP Porg & Co 


ROCHESTER,N.VY. 
New York Office, 127 Duane St. E. H. Talbot, Jack Galway 
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retail shoe establishments of the neces- 
sity of service to the people through foot 
comfort. On Wednesday night, Profes- 
sor Scott went to Springfield, where he is 
to conduct a course in practipedics for 
two evenings. : 


POIRET MODELS 


With Attractive Shoes Shown at 


Wm. Filene Sons’ Company 


The windows on the Summer and 
Washington Street sides of the William 
Filene Sons’ Company’s store were 
resplendent in Paris importations. 
Three beautiful” black jet models 
adorned one window. One of these had 
a broad pea green panne velvet train 
which extended from the top of the low 
cut bodice in back to some inches on the 
floor. The stockings were black silk 
and worn with black satin pumps. 


EVENING SLIPPERS 


Gray Brocaded Satin Models Are 
Prominently Displayed 


A light gray brocaded satin slipper 
was prominently featured. This was 
shown in connection with heavily gold 
embroidered costumes. Plain brown 
pumps were everywhere in evidence. 

A high dress shoe of black patent 
vamp with suede tops and Louis heel 
were displayed beside black silk stock- 
ings. 

A handsome brown laced shoe with 
imitation tip, Louis heel and very light 
brown top was noted. 


A Unique Model from Poiret’s 


A unique model wearing a black 
Russian blouse which extended a little 
above the knee with cuffs of black, 
embroidered in gold to fit over the 
knee caps, was shown with a black 
patent leather colonial pump and 
Louis heel; long white gloves richly 
embroidered ‘in black silk were placed 
on a stand near by. 


IN BLACK MOIRE 


A Dress Pump with Rhinestone 
Buckle, Jet Center 


An attractive black moire pump is 
being sold in large numbers at Jones, 
Peterson & Newhall Company. This 
is adorned with a rhinestone buckle, 
jet center. 

Velvet pumps with or without buckles 
are also good sellers. 

Oxfords and gaiters are selling well 
with a goodly proportion of high shoes. 
More blacks are purchased by women 
customers than brown. Heavy woolen 
stockings are being bought in large 
numbers, by men and women. 

A large business is being done in the 
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men’s department in the basement of 
the Jones, Peterson & Newhall store. 


AT THAYER McNEIL COMPAN Y’S 


A Special in a Beautiful Brown 
Woman’s Shoe 

A special in a_ beautiful brown 
woman’s shoe, military heel, was 
announced at $12.50. A brownish 
green ribbed stocking was placed beside 
this model. In the Temple Place win- 
dow, a card announced the business 
hours as 9 to 5.30. 


AT J. ANDREWS COMPANY’S 


A Big Demand for Women’s Brown 
Suede Shoes 

W. D. Wallace, the proprietor of J. 
Andrews’ store, Washington Street, 
says that there is a steady demand for 
brown suedes; that suede pumps are 
selling well in all colors. 

Mr. Andrews reports a good volume 
of sales from his bargain basement, but 
says that the better grade shoes are 
moving much better and that business 
is splendid all along the line. 

A sign prominently displayed in this 
store announced the fact that satin 
slippers were dyed all colors within an 
hour. 

“Almost all of the salesmen in this 
store,” said Mr. Wallace, have taken 
the Dr. Scholl course of orthopedics. 
Advice is given to our customers with- 
out charge.” 


REGAL LINES 


In “Craft”? and “Fifth Avenue”’ 
Models 

One of the much wanted winged tip 
styles for Autumn, 1919, in men’s 
brogues were displayed. The “‘Craft’’ 
oxford, also for men, in brogue style 
with wing tip of Russia calfskin was 
advertised and sold at. $13 the pair. 
This oxford has an extra heavy double 
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sole with a low broad heel, perforated 
and pinked. 


In Women’s Lines 


In women’s shoes, a light gray laced 
shoe was displayed, also a black patent 
vamp in a laced effect with black calf 


‘top. The “Craft” oxford for women in 


dark brown Russia calf was shown. 

A newspaper ad which was mounted 
and framed, read “‘We Want Every 
Woman in Boston to See the ‘Craft’ 
Oxford, an example of excellent style 
that may always be found—season in, 
season out—in her Regal store.” 

The “Fifth Avenue” style for women, 
which is a model advertised in the news- 
papers by this firm, is a high black satin 
lace, high arch, 214 inch wood Louis 
heel model, with the sole light and 
flexible in turn effect. One of these 
models has a plain toe with the heel 
satin covered. 

A mouse colored lace boot, to be worn 
with a lighter mouse colored stocking 
occupied a conspicuous place in one 
of the cases. White kid lace boots were 
shown. 

A brogue oxford in a woman’s style 
was advertised at $11. 


The Wholesale Situation 


Jobbers find it difficult to fill 
orders on present prices. There is 
heavy buying from stock; never were 
the sales by the Boston jobbing houses 
in such large proportions; in fact, the 
demand seems to exceed the supply. 


WITH STANDARD KID 


S. H. Giellerup Now Sales Pro- 
motion Manager 


S. H. Giellerup, formerly advertising 
manager of the United Electric Light 
& Power Company, New York, is now 
sales promotion manager of the Stand- 
ard Kid Manufacturing Company. 


St Louis 


ACTIVE BUSINESS 


Despite the Rather Unseasonable 
Weather 


The weather, which has had a some- 
what unfavorable effect upon the retail 
shoe business during the early part of 
the month, changed to a more seasonable 
temperature this week and as a result 
the retail shoe stores are feeling the 
natural results of the change in a 
considerably more active business. How- 
ever, those stores which planned special 
features in their new lines report that 
there was no material slackening of 
business, although it is possible that 


their aggregate of sales might have 
been greater had the weather been more 
seasonable. 


HIGH PRICED SHOES 


Selling Readily—Buyers Looking 
for Quality 


The call for Fall and Winter foot- 
wear taken as a whole during the season 
up to date has been very good and the 
higher priced merchandise has been 
taken freely by the consuming trade, 
which apparently has not yet been 
affected by the agitation for a lower 
cost of living. The public generally 
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is buying what it wants although in 
some cases there is a disposition to 
make inquiry as to high prices and the 
reasons, therefore, the sales go through 
without difficulty. In the popular and 
low-price division of the trade, the 
consumers are looking carefully to 
quality and when they feel that they 
are being given quality the high price 
relatively does not seem to deter them. 


EARLY BUYING ADVISED 


No Slump in Prices for Coming’ 


Spring Season 


The traveling salesmen of the manu- 
facturers and wholesalers are sending 
in considerable business and in a number 
of instances the expectation is that the 
men will be off the road within six weeks 
as at the present rate of selling the 
capacity of the plants will be sold up. 
The buying seems to indicate that 
retail merchants feel there will be no 
slump in prices and that the demand 
will continue good from the consuming 
trade, hence it will be good policy to 
place orders early for the coming 
Spring season. 


IN OUTSIDE TERRITORY 


A Big Call for Leading Style 
Numbers 


Business conditions generally through- 
out the territory tributary to St. 
Louis are reported good and _ the 
outlook, despite the influence of labor 
unrest in steel and other circles, is for 
a continuance of active and prosperous 
business. Jobbers of seasonable Fall 
and Winter goods are having an excel- 
lent call for their leading style numbers 
and those having the merchandise on 
hand, including the in-stock depart- 
ments of the manufacturers, are having 
no trouble in disposing of practically 
everything available. 


ON SPRING GOODS 


Local Shoe Manufacturers Are Run- 
ning Strongly on Same 


The St. Louis plants are running 
strongly on Spring goods and the early 
booking of orders coming through from 
the salesmen is giving them a chance 
to gain materially on their manu- 
facturing schedule and thus assure 
delivery as wanted by the retail mer- 
chant. 

NEW SHOE STORE 


Opened by Emerson Shoe Company 
of Rockland 


The Emerson Shoe Company of 
Rockland, Mass., has completed ar- 
rangements for opening a retail store 
as one of its chain in St. Louis and has 
| eased the first floor at 620 Olive Street, 








which will be refitted and equipped for 
handling the concern’s goods. A new 
front will be installed of an exclusive 
pattern in bronze construction and the 
interior fittings and equipment will be 
of the latest type. It is expected to 
have the new store opened by the first 


: of the year, if not sooner. 


“A ‘GOOD FRONT” 


To Be Presented at Boston 1920 
Convention 


Both the local association of retail 
shoe merchants and the State organiza- 
tion are carrying on active campaigns 
for the increase of membership in both 
organizations in order to enable the 
presentation of a “good front’ at the 
National Convention of shoe retailers in 
Boston in January. Under the direc- 
tion of President Joseph J. Sensen- 
brenner, coupled with the effective as- 
sistance of Secretary Wm. Graham, the 
State organization is showing a healthy 
growth, members being listed already, 
with a very considerable number’ of 
prospects reported as expected to sign 
up within a short time. It is the hope 
of the officers that every representative 
retail shoe merchant in the State of 
Missouri will be a member of the State 
organization before the time comes to 
make the trip to Boston. In the 
local organization President Arthur E. 
Ebbs and Secretary C. E. Williams are 
watching the developments of a mem- 
bership contest in which the city has 
been divided into three sections and in 
which present members of the local 
body are campaigning for new member- 
ships in the hope of landing a free trip 
to Boston as a result of their endeavors. 
The contest is a lively one and the 
membership of the local association will 
be very largely increased no matter 
what the results in the contest for a 
vacation trip. 


NEWSPAPER PUBLICITY 


John A. Hutcheson a Big Adver- 
tiser 

John A. Hutcheson, conducting Hutch- 
eson’s Shoe Store, which has become 
notable for its use of large space in the 
daily papers, has returned to St. Louis 
from a trip to a number of large cities 
for the purpose of gathering new ideas 
in connection with his business. Mr. 
Hutcheson’s most recent activity in the 
shoe business has been the use of full- 
page ads calling attention to his store 
and the lines of footwear for men which 
it carries. Although the space used 
has been large, Mr. Hutcheson reports 
that the results have been more than 
satisfactory and he intends to keep up 
his present policy because of its effective- 


ness. The advertising matter is well 
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designed and illustration is freely used, 
the space not being crowded with copy 
difficult to read. Usually one or two 
numbers are featured rather than a 
considerable list of items and special 
play is made from time to time on 
leaders which the store carries at fixed 
prices. 
TO LOCATE HERE 
Harry B. Durnam Brings Family 
from Minneapolis 


Harry B. Durnam, connected with 
the manufacturing end of the Roger 
Shoe Company, St. Louis, left for 
Minneapolis recently to bring his family 
to St. Louis. It is Mr. Durnam’s inten- 
tion to locate in St. Louis. . 


INCREASE CAPITAL STOCK 


Preble Shoe Manufacturing Com- 
pany Have Raised Total to $200,000 


On Thursday, September 18, the 
stockholders of the Preble Shoe Manu- 
facturing Company, Webb City, Mo., 
decided to raise their capital stock to 
$200,000, $150,000 to be paid in and 
$50,000 treasury stock. Committees 
were appointed to raise the money. 

At a banquet held Friday evening, 
September 26, the full amount was 
raised in less than eight minutes, so that 
the committees appointed abandoned 
their soliciting work. The company 
now has $150,000 fully paid in. 

This is a proof that Webb City people 
are interested in having the Preble Shoe 
Manufacturing Company in their midst 
and are behind the manager, C. H. 
Preble. 


A BOONEVILLE PLANT 


Recently Started by Hamilton- 
Brown Shoe Company 


The new plant of the Hamilton- 
Brown Shoe Company, recently opened 
at Booneville, Mo., is getting under way 
and the output is being increased as 
rapidly as the help can be trained for 
the manufacture of shoes. Super- 
intendent A. Fraser reports the capac- 
ity increasing steadily and already has 
taken on orders for a considerable 
quantity of footwear ordered by the 
headquarters house. 


NEW FACTORY 


To Open at Carthage and to Make 
Men’s Shoes 


A new shoe factory is to be opened 
soon at Carthage, Mo., for the manu- 
facture of a line of men’s welt shoes. 
The new company will begin business 
with a capital of $20,000 and has been 
organized by men residents in Carthage 
who have heretofore been engaged in 

(Continued on page 117) 
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New England Advertisers 


E find that very few people appreciate 
what a large proportion of New England’s 


leading Manufacturers, Jobbers and Re- 
tailers, realizing the benefits to be derived from 
utilizing various forms of advertising, are aggressive 


Ld 


The members of the New England Council of the 
American Association of Advertising Agencies are 
now entrusted with caring for the advertising of 
over four hundred different concerns, among whom 
are such representative Manufacturers, Jobbers 


and Retailers as 
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and persistent advertisers. 


Aberthaw Construction Co. 
American Felt Co. 
American Mutual argued Ins. Co. 
Amory, Browne & Co. 
Barron Hotel Co. 
Bay State Fishing Co. 
rry- e Co. 
Bird & Son, Inc. 
Boston & Albany Railroad 
Boston Molasses Co. 
Boston Young Men’s Christian Ass’n. 
Boston University 


Brown Beach aie Co. 
Bryant & Stratton Commercial College 
Burdett Business College 
Wm. Carter Co. 

Central Oil. & Gas Stove Co. 
L. C. Chase & Co. 

Churchill & Alden Co. 
Clicquot Club Co. 

Cobb, Bates & Yerxa Co. 
Colt Pat. Firearms Mfg. Co. 
Corbin Screw Corporation 
P. & F. Corbin 

Corticelli Silk Mills 

Frank E. Davis Co. 

Davol Rubber Co. 

Emerson Piano Co. 
Farnsworth-Hoyt Co. 

First National Bank of Boston 
Florence Manufacturing Co. 
Foster Rubber Co. 

George Frost Co. 


Glastonbury Knitting Co. 
Graton & ht Mfg. Co. 
ood Rubber 
H. P. Hood & Sons 
Ipswich Mills 
Johnson Educator Food Co. 
Kapo Manufacturing Co. 
George E. Keith Co. 
+ ae — Co. 
rypto mpany 
ane a & Clark 
wrence mpany 
Lever Bros. Co. 
Arthur D. Little, Inc. 
Magee Furnace Co., Inc. 
mare ae Blower Co. 
mute lapioca mpany 
L. J. Mutty Company 
National sasens Cloth Co. 
The National Pipe Ben: “7 
Naumkeag Steam Cotton 
New Departure Mfg. Co. 
New England Conservatory of Music 
Old Colony Trust Company 
Pacific M 
Parkhill Mfg. Co. 
Payson’s Indelible Ink Co. 
“= Dale Knitting Mills 
. B. Perkins Co. 
s: S. Pierce Co. 
Rierd ercita cts oe 
‘otter ngton Co. 
President Suspender Co. 
on an Institution for Savings 
S. Quinby Co. 


Reymens & Whitcomb Co. 
Reed & Barton Co. 

Reversible Collar Co. 
Richardson Manufacturing Co. 


Russia Cement Co. 
Sands, Taylor & Wood Co. 
| me a + saga Co. 
impson Spring Co. 
D. & L. Slade Co. 
Earnest E. Smith & Co. 
a Kid Co. 
. S. Starrett Co. 
—. Street Trust Co. 


Trimont Manufacturing Co. 
Twitchell, Champlin Co. 
U. S. Gutta Percha Paint Co. 
Waitt & Bond, Inc. 
Walker & Pratt Mfg. Co. 
rae Se ey Co. 

mpany 
beg Mfg. Co. 
J. R. Whipple Co. 
Whit Ww. 


ree oo Co. 

x mpan: 

Job L. WhitingJ-J. A J. y ee Co. 
J. Whittall 


Ide Co. 


A. Wi 
TA... National Bank & Trust Co. 


It is suggestive to-note that very many of these 
prominent Advertisers have been our clients for 
more than a quarter century and anyone who 
desires to determine what advertising has done and 
is doing is invited to communicate with them 
direct or to confer with the Agent who has the 
honor of handling their advertising. 


The New England Council believes that as New 
England men have always led in every field of 
effort, that there is a large opportunity for other 
New England Manufacturers, Jobbers and Re- 
tailers to increase their prestige, to enlarge their 
sales and to ensure their profits by utilizing wisely 
conceived and carefully executed advertising. 


We are very proud of the record we have made in co-operating with so man 
of New England’s leading business men and are always willing to confer wit 
others to determine if it would{pay them to make an investment in advertising. 


Amsterdam Agency, Inc. 
Horace E. Ayres & Company 

J. W. Barber Advertising Agency 
George Batten Company, Inc. 
S. A. Conover Company 

A. W. Etlis Company 

The Greenleaf Co. 

Hoyt’s Service, Inc. 

H. B. Humphrey Company 


A 


= J. Morgan Advertising Agency, 

ne. 

P. F. O’Keefe Advertising Agency 

Frank Presbrey Company 

Franklin P. Shumway Company 

Walter B. Snow & Staff 

J. Walter Thompson Company 

Walton Advertising & Printing Com- 
pany 


Members New England Council (Boston) 
American Association of Advertising Agencies 


P 
Ee ne ee ee 


Hiram Ricker & Sons | 
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Vaughan's 


Ivory SOLE LEATHER 
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Ideal for smart summer wear 
-- dress, street and sport 


White clear through --its 
edge is its own and -- - 


costs no more than other good 
sole leather. 


GEORGE C. VAUGHAN 


Tanneries at PEABODY, MASS. 


Men's Smart Brogue of. - 
White Buck with Russia 

Calf Trimmings featur— 
ing Vaughan's Ivory Sole 
and Heel. 








"'HOLTERSHOES’ 


GENT KID VAMP, Mall 
Flexibl 


Wal cS oe ip, 1 
- a” Ti 4 


inch 
Common Last. 
B, 4 to 8; C, D, E, 3% to 9, 

$7.1 
Add 40c. for sizes 844 and 9 


READY TO SHIP NOW 


THEY FIT 


and they not only sell readily, but they 
build business for you— 


Whenever you sell a pair of 


‘*HOLTERSHOES”’ 


you are making a permanent customer- 
GET OUR NEW CATALOG OF 
SHOES IN STOCK 


Terms: Net 


TERMS 


NET, 30 DAYS 


Ready to Ship 
October 20th 


SHOE ON MODEL 
201 B—ALL GLAZED 


8 B—GLAZED ROYAL No. 136 B—GLAZED} RE- 
RID, ‘ inchLace, — GENT KID VAMP, Dull Kid 
Ais to T4n t te ee 3 to ¥ 5 : 








Ben, 10 Bal AEE Bt SO GEARED ie, 86 BALL BEOENT 

, oe a in ii elt, Imitation ce, 

Cuban Heel, 31 Last. AA, 414 Straight Tip, 1% inch Cuban Military Heel, Imitation No. 1 B—MAHOGANY Side 

to 9; A, 4 to 9; B, C, D, 3 to Heel, 96 Last. AA, 4 to8; A, Si t Tip, 92 Last, Welt. felt, Brows ee 

9 75 34% to8; BCD, 3t09..$8.75 AA, 08: A, 3 to 83 B, 2% Lace, a 

baa Be. for sizes 844 and 9 Add 40c. for sizes 844 and 9 to 8; » 2% to 8; Sats 1 ee: D. D, sito Tsai 
No. 206 B—Same as above onl 
8% inch, in Dark Brown Kid, 


TERMS 


NET,330 DAYS 


No. 4 B—GLAZED ROYAL No. 204 B—BEavER No. 195 B—ALL GLAZED 
KID Lace, 8 inch Imitation BROWN BRAZIL KID Top, KID, 8}4 inch Lace, Welt, 2% 
Turn, 24% inch Leather Louis Patent Vamp, 9 inch Lace, inch Leather Louis _— 89 
Heel, 89 Last. B, 3% to 8; Welt, Dy Leather Louis Last. 7. 434 to 174; A, 4 to 
C.D, BOB. ccdcccces - -$6.10 Heel, 89 t. AAA, 51% to 8; 9; B, 3 to 9; C, 3 to 9; D, 

AA, 4 i 8; A, 335 10,8: B, 3 to 9 $8.50 Special 


Add 40c. for sizes 844 and 9 


No. 197 B—Same as above ex- 
No. 205 apy as above oaly cept all Regent Kid, Im. Turn, 
Dull Kid Ti $7. $7.25 


C, 2% to 8; D, 2 
$8.75 





No. 200 B—DARK BROWN No. 177 B—ALL GLAZED No. 198 B—MAHOGANY 
No. 168 B—DARK BROWN KID, 9 inch Lace, Welt, (4inch KID, 8 inch Wel YDE- __ Side ¢ : Welt, 
Cordo Calf, 8 inch Welt, Imi- h Leather Louis TOP,” 134 inch Heel, 85. Last 
tation Straight t Tip, 1% inch with Arch Supporting ta 
Military Hoel 92 Last. AA, Piece and Extra Long Leather A, 334 
aso: K4t08: B38 i : to 8; D, 3 to 9; B, 3% to 9, 
Add 40c. for sizes 834 and 9 
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IN STOCK 


Koko Brown Russia Calf 
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Cruiser Grey Kid 
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Style No. 03450 Price $10.00 








Style No. 346P Price $11.00 
Cruiser Grey Kid, Welt Boot, 
Quarter and Vamp Lace, 844” 
Height, Iroquois Last, 244” Full 
Louis Wood Covered Heel with 
Aluminum Plate, Plain Toe. 


Woman’s Koko Brown Russia 
Calf Welt Boot, Arlington Last, 
Three-quarter Fox, 814” Height, 
Imitation Tip, Perforated Vamp 
and Lace Stay, 1%’ Cuban 
Heel. 


on 
havtl 


4 


TUT 
desstbith 








AA, 4% to8; A,4to8; B,3% 
to 8; C,3to7. 





AA, 4 to 8; A, 3% to8; B,3to 
8; C,244t0o8; D,2%to7. 








Grey and Brown are the popular colors for footwear this 
Fall. 


The two boots shown above are carried in stock and 
immediate shipment can be made on both styles. 

















UTZ & DUNN CO. 


ROCHESTER . NEW YORK 


BRANCH OFFICES 
New York City 


Bush Terminal Sales Bldg. 
130 West 42d St. 
S. A. McCOMBER - 








Los Angeles 
718 Story Bidg. 
G. C. McATEE 


Denver 
218 Charles Bldg. 
TIGER & McNUTT 
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IN THE WEST 


Hugh A. McMahon with Stetson 
Shoe Company 

Hugh A. McMahon is traveling the 

Vest for the Stetson Shoe Company, 

South Weymouth, Mass. North, Da- 

kota is his Far-Western point, from 
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HUGH A. McMAHON 


which he will make his return trip so as 
to reach home by the middle of De- 
cember. 

Mr. McMahon, although but twenty- 
eight years of age, is already considered 
one of the banner salesmen for his firm. 

After graduating from Thayer Acad- 
emy while in his ’teens, he entered the 
employ of this South Shore firm to take 
charge of its department five, which 
is devoted to shoes in stock. 

When the United States entered the 
war, Mr. McMahon responded to his 
country’s call and served in the Army 
at Camp Mills. He had traveled for 
the Stetson Shoe Company before 
entering the service and on his being 


: Traveling Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 


21:11) aT 


Sto 
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mustered out, this second trip was 
arranged for him. Hughis very popular 
in his native town, Randolph, Mass., 
especially with the younger set. He is 
an expert baseball and football player. 

Welcome Home Day for the boys of 
Randolph was celebrated on October 13. 
A postal card just received from Grand 
Rapids from Mr. McMahon said that 
he was having his Welcome Home Day 
by proxy as he attended the one held at 
Grand Rapids on October 11, although 
he would like to have been in his home 
town. 


HEADQUARTERS ON COAST 


W. A Dunlavy Represents Central 
Shoe Company 
W. A. Dunlavy represents the Central 


Shoe Company of Kansas City with 
headquarters at Los Angeles. 


























W. A. DUNLAVY 


Mr. Dunlavy is one of the mot pop- 
ular representatives of his firm and has 
a large acquaintance among the retail 
shoe merchants of the Pacific Coast. 


BROSSARD WITH MARATHON 
Territory Southern Michigan and 
Northern Ohio 


G. W. Brossard has been affiliated 
with the Marathon Shoe Company 
since 1917. 

Mr. Brossard’s territory consists of 








co eS 





RamSBR RAR HRA : 
— 6 ee 8 ee ee 

° = g 
TENTIAL Re 











STAAL a ORS eH A ay eevee eee e hee eee hes 


. 
eo ee 0 eo eee ee 8 ee ee ee 





G. W. BROSSARD 


Southern Michigan and Northern Ohio. 
Mr. Brossard writes, ““The conditions 
as I find them in my territory are very 
healthy, both in buying and selling. 
Retail shoe merchants in Detroit are 
busy at the present time. I wish to 
add that the Marathon Shoe is fast 
making a home for itself with the buyers 
who know quality.” 

“Once Marathon always Marathon.” 


WITH RED WINGS 


Betts Covering Western Pennsyl- 
vania 

A. A. Betts who has been covering 

Western Pennsylvania for the Albert 

H. Weinbrenner Shoe Company for 











Unprecedented 
Advertising _ 
Preparation 


Never before was any merchandising drive 
in the shoe field backed up by the vast 
and intensive advertising campaign that 


Utmost Co-operation 
WithEvery Dealer 
Participating 


A 
New 
Kind of pig e+ eben Ay 


who tie up to this big event that we can 
positively assure each of them a won- 


: a 

Drive 
Something different from any- 
thing either we or anyone else has 
ever done before. A new idea in 
merchandising. A real winner, as 
all will agree when they under- 
stand it. This event will be 
known as 


Dr. Scholl’s 
National 


Demonstration Week 
.(November 17th to 22nd) 


is to bring the whole country to its 
tiptoes in anticipation of this event. 
Besides the national magazine cam- 
paign, which includes a big double 
page ad in the Saturday Evening 
Post, we will use full pages in the 
large city newspapers which 
circulate over large districts of 
country. It is going to bea _ 
campaign that people will 

talk about for a long time 

1o come. 


derfully successful week. We will 
furnish expensive and tremendously 
effective window trim material, cir- 
culars and books with the store 
name thereon, complete ad plates 
for your local papers, lantern 
slides for the moving picture 
theatres with your name on 
dnd countless other advertis - 
ing helps we cannot men- 

tion here. 


Are 
You 
With 
Us 

> 


Practipedists Will Demonstrate 
in 10,000 Stores 


Just think of 10,000 or more simultaneous Demonstrations of Dr. Scholl’s Foot 
Comfort Appliances and Remedies in stores throughout the United States and 


Canada. Think of the 10,000 special window displays, local newspaper 
ads and other local boosting efforts. Think of the big national advertising 
campaign leading up to this event and culminating in the smashing 


Big Double Page Spread 
in the 
Saturday Evening Post 


of November 15th, just before the opening of 
this never to be forgotten week of profits and 
of prestige making. 


All 

About 

It In 
This Big 
Portfolio 


Free 
Cou- 
pon For 


Portfolio 


The Scholl Mfg. Co., 
213 W. Schiller St., 


It explains everything you 
Chicago 


want to know about the plan 

of this great merchandising: 
and educational event. It 
goes into the details that space 
will not permit of in this an- 
nouncement. It shows you how to 


Gentlemen: 
I am interested in having 
full particulars about Dr. 
Scholl’s National Demonstra- 
tion Week. Please send me a 
copy of the Portfolio you 
mention in your announce- 


THE SCHOLL MFG. CO. 
213 W. Schiller St., 
CHICAGO 
also 
NEW YORK 
TORONTO 
LONDON 


tie up to our big campaign and make. 

it your own. It tells how your Prac- 
tipedist can successfully conduct the 
Demonstration in your store, and it 
tells how to get a Practipedist without 
cost if you have none. It is yours for. 
the mere asking. 


Send The Coupon mF 
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the past five years, recently handed in 
his resignation. 

After careful consideration, he was 
returned to his old territory for the Red 
Wing Shoe Company’s line of Red 
Wing, Minn. Mr. Betts writes: “It 
is my sincere belief that I have the best 
line of men’s and boys’ work shoes on 
the road.” Mr. Betts’ many friends 
throughout the territory will be glad to 
hear of this as he has always tried to 
represent his line to the best of his 
ability. His old trade will have an op- 
portunity to see the line this season. 


CONDITIONS EXCELLENT 
H. H. Snelling 
South 
H. H. Snelling represents the Harsh 
& Chapline Shoe Company in Southern 
Georgia and Northern Florida. 


Reports from 








H. H. SNELLING 


Mr. Snelling has traveled this ter- 
ritory for twenty: years_and finds condi- 
tions excellent. 


PENNSYLVANIA} TRAVELERS 


Held Annual \ Business Meeting, 
October 11 


The Pennsylvania Shoe Travelers’ 
Association of Pittsburgh held their 
annual business meeting and election 
of officers in their club rooms, Hotel 
Henry, Pittsburgh, Saturday, October 
11. The meeting was called to order 
at 3.30 p.m. by Vice-President Louis 
Manheim. The following officers were 
elected: President, John J. Whalen, 
Brockton, Mass; vice-president, H. 
Clay Ogden, Pittsburgh; secretary- 
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treasurer, A. A. Betts, Pittsburgh; 
recording secretary, E. B. Arbuthnot, 
Pittsburgh; directors, Ralph J. Eberly, 
Cleveland, Ohio; Chester L. Taber, 
Whitman, Mass.; Harry L. Sosna, St. 
Louis, Mo., and George E. Hanley, 
Pittsburgh. 

The banquet was held in the Crystal 


‘ Room adjoining the club room at 7 p. m. 


A large attendance was present. 


IOWA SHOE TRAVELERS 


News from the Secretary of the 
National 


The Iowa National Shoe Travelers’ 
Association held its regular meeting and 
luncheon at the new Hotel Fort Des 
Moines, Saturday, October 4. Twenty- 
two members attended the meeting. 
Jack Clark, with the Lunn & Sweet 
Company, gave a talk on the benefit of 
being a member of the National Shoe 
Travelers’ Association. Five new mem- 
bers joined recently, as follows: J. E. 
Hogan, Beacon Falls Rubber Shoe Co., 
formerly with the Walkover Shoe Store 
of Des Moines; J. H. Storey, of Des 
Moines, also with the Beacon Falls 
Rubber Shoe Company, formerly with 
the Panor Stores; E. L. Baker, with 
Endicott-Johnson Corporation; Frank 
P. Gardner, of Newton, Iowa, with the 
Marion Shoe Company, Marion Ind.; 
L. H. Stichler, representing the Hart 
Shoe Company of St. Louis. 

Bert F. Goldman has an office in the 
Century Building, Des Moines, Iowa, 
representing the Beacon Falls Rubber 
Shoe Company and is showing a new 
arch preserver last on tennis footwear. 

Sibley H. Crowley of Des Moines is 
receiving the sympathy of Iowa travelers 
in the loss of his wife. 

President L. D. Ream of the National 
Shoe Travelers’ Association is driving 
a new 12-cylinder National car. He 
recently left for Chicago for his samples. 

The new home address of J. E. Wm. 
Prescott, sec’y-treas. Iowa National 
Shoe Travelers’ Association, who repre- 
sents the F. Mayer Boot and Shoe 
Company, Milwaukee, is 3106 Ingersoll 
Avenue. 


ST. LOUIS 
(Concluded from page 109) 

shoe repairing and custom shoemaking 
business. The equipment for the new 
plant is being erected and it is hoped to 
have the new factory under way not 
later than the first of the year, sooner 
if possible. Carthage is becoming 
active as a shoe town, this being the 
fourth factory to establish itself at that 
point, while in near-by towns one or two 
other factories have also been equipped 
in the past year or two. 
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NEW SHOE DEPARTMENT 


Opened at Ackerman’s Ready-to- 
Wear Store 


The new shoe department to be 
operated in conjunction with Acker- 
man’s Ladies’ Ready-to-Wear Store on 
Washington Avenue has been opened 
informally. It is under the general 
direction of Jos. J. Sensenbrenner with 
Fred Ewert in charge as manager. The 
new department is situated on the 
mezzanine floor with approximately 
25 x 70 feet of space and has a seating 
capacity of 40 chairs. It will feature 
footwear at $5, $7.50 and $10 a pair. 


THE BRITISH DELEGATION 


Makes Four-Day Visit to St. 
Louis 


A delegation of British shoe manu- 
facturers who are making a tour of the 
industrial centers of the United States 
and Canada arrived in St. Louis 
Saturday, October 11, and remained 
until Tuesday evening, being enter- 
tained by St. Louis shoe manufacturers 
with luncheons, dinners and inspection 
of the plants of the St. Louis houses. 
Included in the party were Alfred Lovell 
of the A. Lovell & Co., Challenge Boot 
Works, Bristol, England; Walter W. 
Cann, Cliftonia Boot Works, Bristol; 
George Barnes, Britian Boot Works, 
Chesham; A. N. Hollister, Frederick 
Cook, Ltd., South Place Shoe Works, 
Rugby; Fred Bostock and A. D. Denning 
of Lotus & Co., Ltd., Stafford, England. 

The party were entertained in- 
formally with drives about the city and 
given an opportunity to see the resi- 
dential district and park system as well 
as other interesting features. Monday 
at noon they were entertained at lunch 
at the Masonic Athletic Association by 
St. Louis shoe manufacturers. Jackson 
Johnson, chairman of the Board of the 
International Shoe Company, presided. 


Addresses were made by a number of 
those present, including Messrs. Lovell 
and McCann. Mr. Lovell, speaking 
for the party, said that they were here 
to gain all the information possible to 
enable the more efficient operation of 
their plants in order to increase the 
volume of production and expressed 
his amazement at the immensity of the 
production of St. Louis plants. 

The visitors said that practically the 
same character of machinery was being 
used in their plants as was found in 
this country. However, the methods 
followed here were not only interesting 
and instructive but utterly amazing 
in the quantities turned out and it was 
to study this feature of manufacture 
that they came to St. Louis. 





GUN METAL 
VAMP 


DULL KID 
TOP 


TURN 


No. 1810 R Price $7.50 
Full Louis Covered Heel. 


No. 1818 Rift Price $8.50 
An exact duplication of the above in 


BLACK VICI KID 


HAVANA 
BROWN 
KID VAMP 


BEAVER 
BROWN 
KID TOP 


WELT 


No. 1908 R Price $10.00 
L aa Louis Heel. 


No. 1934 R Price $10.00 
As above exactly in Lace. 





ies 


IN 


STOCK 


A to D WIDTHS 
SIZES 244 TO 7 


TRY OUR 
DELIVERIES 


TURN 


No. 1826 R Price $8.25 


Full Louis Covered Heel, Silk Worked 
Eyelets. 


If these styles interest you we 
suggest you refer to our 
October Bulletin, which illus- 


trates our complete stock. 








WELT 


No. 1920 R Price $6.50 
Leather Louis Heel. 
No. 1921 R 

Made,exactly as above with 


Price $6.50 
MILOJBUTTONS 


BLACK | 
VICI KID 


WELT 


No. 702 R 
ah Louis Heel. 


No. 7 ice $8.50 
Beitlehip Gray Kia ef = 
as above 


Price $9.00 


THE WESTCOTT-WHITMORE CO. 
SYRACUSE, N. Y. 
SPECIALISTS IN SMART FOOTWEAR FOR WOMEN 
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Waiting Policy Continues 


Leather Market Does Not Show Material Weakness 


but Buyers Are Slow in Placing Orders---Tanners 
Are Not Inclined to Make Concessions 


Tanners of both sole and upper 
leather have been busy filling orders 
placed some months ago which has 
taken leather about as fast as it has 
come from the tanneries and they have 
hardly yet caught up with the rush 
of buying of the Spring and early 
Summer. There is no material change 
in prices since our last report, and the 
leather market as a whole remains 
on about the same basis as during the 
past few weeks. 

Buyers apparently see no disadvan- 
tage in delaying purchases until a 
larger volume of orders for shoes is 
placed. The market has been rather 
quiet owing to the temporary setback 
to export business due to exchange 
rates. 

An easier tone to the market has been 
expected by shoe manufacturers, but 
the existing values of hides and skins 
do not indicate much relief in this 
respect, and there is little indication 
that values of shoes for Spring and 
Summer will change much from the 
present. A leading shoe manufacturer, 
however, is quoted as saying that prices 
of shoes should approach a more normal 
basis by next Spring. 


Sole Leather Firmer 


There has been a little more interest 
in sole leather, although buying has 
been spotty and no large contracts have 
been reported. During the dull period 
prices were about two cents off per 
pound on some selections but they have 
recovered and are now fully up to cur- 
rent quotations. A large volume of new 
business is expected within the next few 
months as contracts are expiring and 
most lines of sole leather have been 
selling at prices under which they could 
be produced on today’s hide market. 


There has not been much to offer of the 
most desirable weights. The best heavy 
sides were absorbed for several months 
ahead and receipts of sole leather were 
used to fill existing contracts with no 
reason for cutting prices. There is a 
considerable quantity of poorer grades 
on the market which will be taken up in 
the current trading. Quotations for 
heavy hemlock sides are No. 1, 60c per 
Ib.; No. 2, 58c; No. 3, 55c, and middle 
and light weights about 2c per Ib. less. 

There has been an active business in 
union sole with prices steady on 
standard lines. Some sales were made 
not long ago on a basis of 94c for tan- 


<A 
her Market 


Review of Leather 
Supplies and Prices 


ST TS 


2 


nery run of cow backs and 90c for heav 
steers, but tanners are holding firm now 
to quotations of 96c for cows and 91 
to 92c for heavy steers. It is under- 
stood that a large amount of chrome 
sole will go into gymnasium shoes which 
have been bid for by the Government. 
This will require many thousand sides 
of six to eight iron stock. 

There has been a good business in 
oak sole on new contracts to be shipped 
to customers as soon as it comes from 
the tanneries. No. 1 scoured backs are 
quoted at $1 to $1.06 according to 
weight and tannage. Finders’ bends 
still range from $1.15 to $1.25 per lb. 

There is an active trade on all stand- 
ard lines of offal, with prices firm and 
some dealers completely sold out. 


Upper Leather Values Remain High 


While upper leather tanners are busy 
on old orders it does not appear that 
buying on the new run will be as active 

(Continued on page 155) 


Sole Leather 


Hemlock sole, heavy, No. 1 
Hemlock sole, seconds, mid 

Oak sole, No. 1 bends 

Oak sole, No. 1 backs, all weights 
Union steers, flat 

Union cows, flat 

Offal, hemlock heads 


i a eee ere 


Offal, hemlock shoulders 
Union offal, heads . 
Oak offal, heads 


Chrome, S. A. dry hide, 7% to 10 iron sides . 


Chrome, green hide, 6 to 8 iron sides 


1918 1919 
Cents per pound 
56@57 
54@55 
85 @92 
80@85 
84@85 
80@83 
17@18 
23 @25 
38 @40 
24@25 
27@28 
Cents per foot 
43 @50 
—@50 


1910 


58@ 
—@ 
.10@1. 
98@1. 
—@ 
—@ 
17@ 
20@ 
39@ 
23@ 
26@ 


55@ 
55@ 


Upper leather quotations are not given owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers 
Heavy native cows 


Chicago City calfskins 
B. A. dry hides 


1918 1919 
Cents per pound 
—@30 


— @28 


1910 


—@ 
—@ 
35@ 
70@ 
43@ 


16% @17 

154%@15% 
13% @14° —@21 
18 @19% 34@44 
21 —@34 
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Firm and upstanding leather—stylishly 
snug on the foot. 





Pure White—Stays White—Easily Kept White 
ASK YOUR NEIGHBOR ! 


G. LEVOR, & CO.Inc. 


TANNERS OF CABRETTAS 


NEW YORK GLOVERSVILLE, N.Y. 
BOSTON MILWAUKEE ST. LOUIS 
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Reg. U.S. Pat. Off. 


SPATS 


~ 











Because they are better made 
and better known, “Standard” 
Spats are better sellers. It stands to 
reason that “Standard” Spats, pro- 
duced by the world’s largest and 
foremost spat manufacturers, should 
receive first choice wherever spats 
are sold. 


Of course, they are advertised in 
leading newspapers and magazines 
—another reason why ‘“Standard’’ 
Spats outsell all other kinds. 


The “Trimline’” and the ‘Boot- 
top,” illustrated here, are the two 
Standardg Models in greatest de- 
mand. Finely made and exquisitely, 
shaped to heel and ankle, in all of 
the exclusive ‘‘Rautex’’ Fabrics— 
cloth, linen, silk and satin. White 
and all fashionable shades. 


S. RAUH & COMPANY 


310 SIXTH AVENUE NEW YORK 








The largest and foremost manufact- 
urers of Spats in the Wo1ld 





























8 ts: one all important con- 
sideration with the cus- 
tomer is “Will the shoe repay 
its cost.” 


Sell him STEADFAST Shoes 
and he’ll find that they are all 
their name implies. 


Spring samples now in the hands of our 
salesmen show that as always we have not 
only made them “‘style right” 


We have also priced them right. 


Artist 


SMITH-BRISCOE SHOE CO. Inc. 


Makers of Good Shoes for Men? 
LYNCHBURG, - -: - VIRGINIA 




















SOMETHING NEW! 


VENUS DETACHABLE ALUMINUM HEELS. 
EASY TO PUT ON. EVERLASTING. 


NEVER PULL OFF. 
USED BY WISE WOMEN, EVERYWHERE, FOR 


SAFETY FIRST. THEY CANNOT BREAK. 


SHOES WEAR OUT, but VENUS HEELS NEVER DO. 
When the shoes are worn out, remove the VENUS HEELS 
and put them on another pair. With proper care they will 
LAST A LIFETIME. They are the only DETACHABLE 
HEEL on the market, and are made in all colors to match, 
perfectly, every shade of leather. Two sizes will fit all sizes 
J = of shoes. Price 75c pr. 
Mr. Manufacturer; Here is a Louis Heel you can GUARANTEE ABSOLUTELY! Don’t you think that would 


make a hit with the trade? 
Mr. Retailer; Ask a manufacturer to put VENUS HEELS on at least a part of your next order. Your customers 


like “SAFET 


Mr. Jobber; We are in position now to give you prompt service. f , ; 
Mr. Repair Man; Ask your jobber first. If he does not carry them, write us and we will see that you are supplied. 


G. Edwin Whelan 


Detachable Shoe Heel Mfg. Co. 
Makers. St. Louis, Mo. : Exclusive Sales Agent 
: Springfield - -_ Ill. 
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QUR PULLMAN 


1620 is again in stock and immediate deliveries can 
be made. This is the popular number on which 
heavy orders took most of our stock earlier in the 
season. 


The Tan Eureka upper, heavy single Oak outersole, 
full grain insole, with the good-fitting and high 
grade Pullman last, make an exceptional value at 
$7.25. Plenty of these now in stock on _ widths 
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indner 


Lindner Shoes are particularly distinctive 
footwear, beautiful in design and. work- 
manship. 











It is a foregone conclusion that they will 
irresistibly appeal to your more dis- 
criminating customers who invariably 
recognize and appreciate real quality and 
worth. er 


Lindner shoes bring two‘results, pleased 
customers and permanent profits. 


It would be a pleasure to tell you more 
about the line. Our representatives are 
now showing Spring samples. 
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CARLISLE 
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ummertime Stiles 


Shown 2 SON J TOS 


STYLE NO. 320 
LAST NO. 112 


A BLACK KID, GOODYEAR 
WELT OXFORD THAT HAS 
THE GRACEFUL LINES OF 
A WELL MADE SHOE — :: 


STYLE NO. 329 
{LAST NO. 113 


a STREET PUMP 


_\@™ THIS SMART STYLE CARRIES A 
| %3 MEDIUM LONG VAMP WITH A 
| 13-8 HEEL. IT ISA WELT AND IS 

+% BUILT TO FIT AND WEAR :: :: 

















Retail shoe buyers desirous of meeting the demand for smart 
footwear for women know by experience that the Grover line 
supplies the needs. 


Our salesmen are now in their several territories showing a 
beautiful line of models for fashionable trade, as well as the 


famous 


Soft Shoes for Tender Feet 


J. J. GROVER’S SONS CO. 


LYNN, MASS. 
New York 


Boston 














PRINCE Pancess 2 : 
FOR BOYS ror ams p rT : ‘ +H 9 *, 
GOODYEAR WELTS Ut ee 1 i) “RS STITCHDOWNS 


NOVILLA KID eT el) NOVILLA KID 
ben ’ ; Sia VICI KID 
PATENT LEATHER y é av 7 pavene smavenn 





Home of the 
Little PRINCE and PRINCESS Showing 
Located in the center of the city, convenient to the wholesale Child’s Novilla Kid on 


Showing 
. gees oe most | I shi ’ 
G. Girls’ Patent Leather Oana Rees of theehes comer, Sie chat Mares aewine NATURE’S LAST. 


on ENGLISH LAST. 


No. 260X—Women’s 2%-— 

No. 260X— Misses’ 11%-2, B “ E, 7-8 

No. 280X—Children’s 84-11, C ‘ E, 5-8 “ = y = “Blucher “ = 
No. 280X—Infants’ 5-8,{E, Spr. Heel, English or Nature’s Last, Blucher Oxford, Stitchdown 


SPECIALTY MANUFACTURERS OF HIGH GRADE JUVENILE SHOES 
New Catalogue Just Off The Press 


BRAUER BROS. SHOE @. 


14th and Pine Sts. St.Louis Mo. 


7 <A to D, 9-8 He el, English or Nature’ s Last, Lace Oxford es natty 


4s 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral The finished, fash- 
part of the shoe; ioned and fitted 
is locked to the , shoe is intended 
for the foot only. 
Anything added 


will cramp the 


insole. It cannot 
abrade the skin. 


It preserves the ng 
P foot, injure the 


shape of the shoe, arch and destroy 


gives support to the shoe. 


the arches and --— 


ease to the foot. This is common 


sense. 


The shoe is for 
Don't put a quart the foot and not 


into a pint meas-_ - a store house for 


ure. appliances. 


The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and broken arches. Ask for shoes equipped 
with it. 


‘United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 
Johnson City, N. Y....... 124 Main 


Broad 





Rochester, N. Y............ 130 Mill 
1423 Olive 
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ORDER THIS SHOE 


THE KINDER-GARTEN LINE 


All leather shoes for children. Made in Chicago—and made right. The retail trade 
throughout America is endorsing the KINDER-GARTEN Line for its easy-selling SMOOTH 
and business-building qualities. Popular prices mean big volume. 
in stock. - Write for the new KINDER-GARTEN Catalog—showing over 50 styles. 

mae . *” | STRONG 


§MITH-WALLACE 
SHOE COMPANY 


Established '1846 
Adams and Market Sts. 
CHICAGO 








Gj = KINDER-GARTEN WELT 


B-3433—Chocolate EIk, hi-cut 
lace, drill lined, stock tip, low 
heel. Sizes 123; to 2....$3.50 
B-3434—Same as above, sizes 
GPG OD BB. cc choc ccpeeced $3.00 


pane —fene as above, sizes 
5 to $2.60 


Many styles — INSIDE 





OUTSIDE 











KINDER 


The Shoe that Made the Kinder- 
Garten Line Famous. 

















Take Care of 
Your Customer 


By offering PREMIER Spats 
you give your customer fullest 
value, and add that customer to 


your permanent list. 


PREMIER Spats—perfect fit- 
ting, smart and_ thoroughly 
made are great trade builders. 


In kersey and felt. All heights, 


all styles, all colors. 


Place your orders now. Prompt 


deliveries assured. 














129 Grand Ave., Brooklyn, N. Y. 


Premier Gaiter Co., Inc. —....3 





THE ADVANTAGES OF 


With the Sharp Shoulder and Broad Wear- 
ing Surface 


They don’t scratch floors They do protect 

They don’t wear slippery They do stop uneven wear 

They don’t drop out They do prevent runover heel 

PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 23, 






































phat 
Si SHOE 
FOR MEN FOR MEN 


TWO FALL STYLES THAT SHOULD 
INTEREST YOU. BOTH NOTED FOR 
THEIR FITTING QUALITIES. 











No. 615--In Stock 


. (Unbranded) 


Mahogany Russia Calf 
English Blucher 
‘TA to E Widths 


Devonshire Last 














No. 610--In Stock 


(Unbranded) 
Brown Kid Blucher 
B, C, D Widths 


Premier Last 


Ask for Stock Style 
Catalogue 











M. A. PACKARD COMPANY 


BROCKTON, MASS. 
BOSTON NEW YORK 


60 South Street 127 Duane Street 





























Birth 
4P# 
Ss. 





(PE Pa. Made te Wear Sx 

















There's nothing like the com- 


fort of an old shoe. — It can be 
made as good as new in ap- 
pearance and wear when re- 

made by Goodyear machinery. 


Just as no bench-made shoe has that fine appearance and even workmanship of the Good- 
year machinery-made shoes, so no repair job done by hand can compete with shoes te- 
paired by Goodyear Shoe Repairing Machinery. 


It is economy that goes with all the elements of good dressing to have shoes repaired by 
Goodyear Machinery. Thousands of these machines are in operation, giving a service 
to wearers of shoes that brings a most profitable business to the shoe dealer. 


Write for complete plans of how easy it is to obtain the Goodyear Shoe Repairing Outfit 
pictured here. 


United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 


18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
Chicago New York Brockton Milwaukee Rochester Lynn 


1423 Olive Street 276 Main Street 145 Essex Street 619 Mission Street 221 No. 13th Street 11 Florence Street 
St. Louis Johnson City, N.Y. Haverhill San Francisco Philadelphia Marlboro 


708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
Cin Cleveland Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Orleans 


301 American Casualty Building, Reading, Pa. 
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Pennant Colonial 


PARAGON PROCESS-—as applied to one of our 
newest creations—the ideal construction for 
light, airy foot covering. Distinction that 
commands the favor of the most fastidious. 





D. Sullivan & Company 


Makers of 
“PRETTY SHOES FOR WOMEN” 


CINCINNATI, OHIO 
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Is among our newest offerings 
for shoe topping. It is a blended 
weave—the two tones merging 
into the basic color with a 
shadowy appearance. 














For texture and delicacy 
coupled with strength and serv- 
iceability, it is unusual. It 
points a practical, profitable and 





pleasant way toward overcom- 
ing in a measure the high cost 
of footwear without sacrificing 














style. 
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Style No. 2656 


DICTATOR 
LAST 


Price $8.00 
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Ccde Word 
“CARNIVAL” 


| 
i 


WN 


Wm 


Branded or idtwaaidied 


A big seller. English Bal, Cherry Vamp and Top, One 
. Inch Broad Heel, 12 Iron Single Sole. Price $8.00 


Same Style in Gun Metal (No. 2655). Price $7.25 


Style No. 515—Cherry Calf Vamp on Our Popular Carlton 
Last. Price $10.00 


Snappy Fall weather and the return of the College men 
will make a big demand for this style. Get your order 
in at once as we have them ready for quick delivery. 


| 
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A new Catalog will le mailed you on request. 
CHARLES A. EATON COMPANY 
“THE STERLING SHOEMAKERS OF NEW ENGLAND” 


BROCKTON, MASS. 
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Staying Qualities 
Are What Count 


The use of Vulco-Unit Box 
Toes in your shoes will stop 
all complaints about soft 
toes or broken boxes. 
They withstand the hardest 
service. 

Perspiration or Dampness 
has absolutely no effect 
upon a Vulco- Unit Box Toe. 





Process Pat. Aug. 19, 1913 
Patented Jan. 12, 1915 
Patented Jan. 12, 1915 


VULCO-UNIT 
BOX TOE 


BECKWITH BOX TOE CO. 


108 LINCOLN STREET, BOSTON, MASS. 














ERE are four of the numbers in 
the Arch Preserver Shoe being 
shown for the Spring trade. The 
unusual beauty and charm of 
these models justifies the enthusi- 
astic reception they have had 
from shoe dealers everywhere. 


ARCH 


RESERVER 


SHO 


The success of the Arch Preserver Shoe 
is due to its good appearance and its 
style as well as to the exclusive arch 
construction. This special arch feature 
does not necessitate the sacrifice of ap- 
pearance a_ in ordinary “health” shoes. 


Shoes which satisfy every requirement 
of beauty and style—and at the same 
time assure perfectly healthy feet—must 
appeal to all classes of buyers. 


The ARCH PRESERVER SHOE builds 
business for the dealer because it gives 
such satisfaction as can be found in no 
other shoe. 


The Selby Shoe Co. 


Dept. Q, Portsmouth, Ohio 
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tf f No. 2501—Regent Cut 
Patent Turn Pump, 
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\ Growing ‘Girls 
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Business can be increased, 
more regular customers 
made for the store and 


greater profitsJrealized by These shoes are 


selling the Salvo Shoe. 


a ree 3 7 sold on merit. 


Girls’ Tan 8-in. Lace, 
Military Heel, Welt, 
2% to 7, A to D. 


| 

| 
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No. 200—Same in Gun The style—the material[and work- 

_ manship in every turn pump and 

oxford we make is carefully thought | 

in. There is no skimping, no short j 

cuts to good appearance, the real | 
All shoes advertised . intrinsic value is there. 

are carried in stock. 

Prompt deliveries Feature this exclusive line of foot- N 

| 

| 

\ 

\ 

! 

N 

) 

! 
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assured. _ wear—your better grade customer 


High grade workmanship will thank you. 
characterizes” this line, it is Shoes illustrated are carried in stock 


* ay peoduct through subject to previous sale. 
out. We have no second 
bests, our main object in 
manufacturing is to pro- 


dc one line well K. M. STONE IMPORTING CO. 


Sea aen tienes Manufacturers, Importers and Exporters — 
rath sem ee 12-14-16 East 22nd St., - New York 
Tip, Welt, 1134 to. 
2, B to D. 


Catalog of full line on request. 


No. 701—Top Grade 
Patent Colt Baby 
Louis Heel Pump for 
those desiring smart but 
Low Heel Pump. AAA 


No. 340—Same with Spring Heel, 814 to 11, C to D. to D, 2% to 8. 


No. 400—Same in Gun Metal, 11% to 2, B to D. 
No. 450—Same as No. 400, 8% to 11, C and D. 


Kuhn, Pavord & Wilks 


Shoe Company 
HARRISBURG, PA. 
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Dark Brown, i: or Black Elk 
Extra Weight Chrome Soles 


TRED-LITE 
STEPPERS 


The present-day children’s shoe—guaranteed to withstand the 
wear and tear that every active child gives it. 


A guarantee slip goes with every pair. TRED-LITE STEPPERS 
will win and hold the big children’s trade for every merchant. 


The TRED-LITE line includes guaranteed shoes in all styles for 
boys and girls. 


See our samples. 95 per cent of our sample orders bring back 
RE-ORDERS. 


Send for latest flyer, which shows complete line. 






















THESE PRICES: 


Black Button 





BUY NOW- AT 


Dark Brown Button 














793—5-8, spring heel..........$2.20 805—5-8, spring heel .........$2.20 
794—814-11, spring heel....... 2.45 806—814-11, spring heel....... 2.45 
795—11%4-2, medium heel...... 2.75 807—114-2, medium heel...... 2.75 
Dark Brown Blucher Black Blucher 
Cs eee i eee 
i ee eS ae | 
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COMPLETE STOCK READY 
Your Order Will be Shipped IMMEDIATELY 


HENRY KLEINE & COMPANY 


208 W. Lake Street 
Chicago 
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IT’S A WINNER! GET IT NOW! 


Deliveries from floor stock at once 


| 


Keith’s Konqueror 
Aceisa long drawn 
out English Last 
with square throat 
and one inch heel. 
Made up of Tan 
Calf in our usual 
high grade way. 
Ask for stock No. 
760. 


KEITH’S KONQUEROR “ACE” 


Sizes AA to D, Widths 5 to 11. Price $9.50 
Have YOU Our In-Stock Style Catalogue? 


THE PRESTON B. KEITH SHOE 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 
































For “At Onee” and “Future” 











2733—Mahogany Barefoot 
5-8 8-11 11%-2 2%-6 
$1.50 $1.65 $1.85 $2.40 





BLACK, TAN AND SMOKE BLUCHERS, BUTTONS, OXFORDS, 


MARY JANES AND SANDALS 
40—Men’s Tan Kid Romeo...... .$3. 
41—Men’s Black Kid Romeo ‘ 


Hagerstown Shoe & Leather Co., 


Hagerstown, Maryland, U. S. A. 
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D. T. DUDLEY & CO. 


66 WASHINGTON STREET 
HAVERHILL, MASS. 
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When you see these “Just Wright” shoes 
on your shelves you will want more of 
our in stock numbers that bear the 
same mark of Quality. Try them! 


Cocoa Bro. Calf Bal. 
Fawn Buck Top 
Victory Last 
AA to D, 5 to 1l 


Price $10.00 


14 Snappy Models In Stock. Attractive Lasts. Pleasing Patterns. 
Greater Shoe Value. Write for Catalogue. 





Cocoa Brown Bal. 
Myopia Last 
AA to D, 5 to 11 


Price $7.75 





E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


" BOSTON NEW YORK PHILADELPHIA DETROIT CHICAGO ~~ SAN FRANCISC 
183 Essex Street Marbridge Building 1215 Market Street Washington Arcade 1700 Republic Bldg. Pacific Building. 
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MOORE/HAFER 
°“SAOE °MFG °CO° 
BROCKPORT, N.Y. U.4A. 
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WARM FEET 














the blood through the soles of the feet. 


They fit any shoe. 


DAYTON INSOLE CO. 





“The Dayton” Foot-Warmer Insoles Feel Fine 


Besides the unsurpassable quality of these foot-warmer insoles, they are guaranteed to keep the feet 


warm and dry, thus producing Health and Comfort. 
A patented chemical composition constitutes its power to warm, by stimulating the circulation of 


Those working out-of-doors during the wintry weather will be especially pleased with the comfort 
obtained through the use of a pair of “The Dayton” Foot-warmer Insoles. 





123 Mill St., Dayton, O. 











RUBBER HEELS 


B= | They're alltothe goog 


WITH YOUR OWN 
BRAND, OUR BRAND, 


The standard heels 
OR UNBRANDED 


among shoe manu- 
facturers for years. 


“We Back Your Buy’’ 


They give the soft, springy, flexible tread all wearers 
of rubber heels expect, but don’t every day experience. 


“Tredflex’’ heels are tempered right. 


They are moulded to make a perfectly tight joint 
and stay on when once on. Black or Colors can be 
edge finished to look well on finest shoes. 


CAMBRIDGE 
RUBBER COMPANY 





Write the factory for 








MANUFACTURERS 
CAMBRIDGE, MASS. 


Make Buyers 
Out of Passersby 


1919 sales efforts to be ‘ef- 
fective require 1919 sales 
methods. 

If you would keep up to 
the minute in the fixture 
world, you should receive 
our latest catalogs showing 
the newest in Hugh Lyons 
designs. A complete set 
will be sent you upon re- 
quest. 











HuGH LYONS & COMPANY 
MAKE BUYERS OUT OF PASSERSBY 
LANSING ~ MICHIGAN 


NEW YORK SALESROOM CHICACO SALESROOM 
eT 


35S WwW. 32nd STREET 234 S. FRANKLIN ST 
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NO. 512 

CHERRY 

CALF 
VARSITY 

BAL 

IN STOCK 


New extreme 
narrow toe 


SECRETE s 








‘*Dart’’ Last 


$10.0 


The Dalton Company, Inc. 


Men’s Fine Shoes . 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 











Buyers’ Easy Reference Directory 
*“ hose totally different shoes ” AL = = 


I WHT mH | } 
: III “Ate, aw . 
les Liye 
; : y A reputation has been 


WOMEN’S FINE SHOES . } mate fe om aie se 


| N gy T oC -K 1 f/ are justly proud. To maintain 
e f a reputation is no less difficult 
than to obtain one, but by un- 


Stock No. 4357—Finest Burgundy Russia varying standards of manu- 
facture it can be done. We 


Calf Military Blucher, Goodyear Welt, | ’ ’ 
Plain Toe. 14-8 Heel.............- 7.25 keep quality high. 
Stock No. 4356—Same style as above > 

SRR asst coreoassannakcoeel $7.25 HT 


. Expert attention to 
Hal bs export trade. 
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QUICK SELLERS 
GOOD PROFIT MAKERS 
IN STOCK 


Black, $1.60. Reds and Tans, $1.75. 
5% off 10 days. Goods shipped day 
order is received. 

HIGH GRADE GOODS 


THE BAKER SHOE CO., 


UNS 
S Aa 280 River St., Haverhill, Mass. 
S 


; 


SS 
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| Chine 
‘Welt Footwear 
for Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 
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CORDO TAN DYE BEADED BUCKLES 


A Tryon dye that changes a faded tan or light colored leather, 
“y In Stock and To Order 


t 
kid to a deep, rich cordovan brown, the popular 
today. 
CORDO TAN is the result of exhaustive imentation and “ > 

Variety of Designs or Your 
Own Suggestions. 


research, and is absolutely guaranteed to do we claim for it. 
Send for trial 50c package with 10c added for parcel post— NOW 

Prices $1.65 to $2.50 
Samples on request. 


% ciate ay Pints $1.50 
Waverly Shoe Trimming Co. 


= 4 Gallon 5.00 
ARISTO PRODUCTS 

151 Vanderbilt Ave., Brooklyn, N. Y. 
CEDGGGERRRGGRRERRRRREERRGRRRRRRRRSRRRRRRERRRRRCRRERRGORERRRRRERRGRRRRARRRRR RRA 


602 Myrtle Ave. 
BROOKLYN . - . - NEW YORK 


We have taken over the business of the New York Shoe Dyeing Co. 
ARISTO BLACK DYE will dye any leather a permanent jet 


iii iii 
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ceceneecnagl PTET 
= Today’s Style But— 
} Yesterday’s Price 


= 98 Selected Mahogany Calf 
= made up on our “Pep” Last. 


A to C. 5% to 10. 


Everything in» 
Wood Heels 


Our experience and time at your service 


$8.50 BEST WORKMANSHIP 
In Stock PROMPT DELIVERIES 


L, B. SCHINDLER SHOE CO. A. R. WADE COMPANY 


99 Duane St., NEW YORK HAVERHILL, MASS. 


: = Styles Always in Stock.” 
5 sessensnennnnncusaseeteteconsnesdtconsisennnasenszeseteenonnses0tteo0000000000%F AUOUUGROLOOOORGCOOOQRGORQUGOGOROCUOROGCCOOOGRGOUCRCOOERORORGORORGRRODEREEE.~ 
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Cleveland 


STOCK KEEPING DISCUSSED 


Northern Ohio Shoe and Leather 
Club Meets 


“The weak spot in the average retail 
shoe merchant’s plan of doing business 
is his failure to keep a close tab on his 
stock.” 

This was the opinion of a dozen or 
more speakers at the last meeting of the 
Northern Ohio Shoe and Leather Club 
in the Hotel Cleveland. The meeting 
was called to consider the leather mar- 
ket and the prospects that it holds out 
for the future, but under the title ““How 
the Leather Market Affects Business” 
the decision quoted was reached. 

It was the consensus of opinion that 
the leather market holds nothing 
favorable at present for either the 
consumer or the retail merchant, and 
it also was the opinion of several of the 
proprietors of the most successful shoe 
stores in this city that the failure of 
merchants to observe ordinary care and 
to live up to established business poli- 
cies do more than the scarcity of leather 
and the high prices to make trouble for 
store proprietors, especially those han- 
dling small stocks. 

E. C.»Clarke of the Stone Shoe Com- 
pany, O. K. Dorn of the Dorn Shoe Com- 
pany, C. E. Petot, president of the club 
and the owner of a long string of retail 
stores about the country, H. L. Bowers, 
secretary of the club, and others spoke 
of the necessity of keeping tabs on the 
stock. 


GOOD ADVICE 


C. E. Petot Tells How to Figure 
Turnover 


C. E. Petot then chimed in with these 
remarks: ‘In the old days when prices 
seldom changed it was even risky for 
one to conduct his business without 
keeping a record daily of the stock on 
hand, but now that prices are so un- 
settled and the leather market is 
‘freakish’ it is taking an extraordinary 
chance for one to sell without recording 
the items that go to make up the volume 
of shoes going out the front door. 

“‘T have a number of stores, but I keep 
daily a record of shoes coming into each 
store, the number sold, the sizes sold 
and the balance on hand, according 
to sizes. When I get a little frisky about 
buying a certain size I just look at the 
tally sheet, see the number of pairs of 
that size I sold last season, and you 
bet I won’t buy much more of that size 
for the season just ahead. 


“If the tally sheet shows that in the 
first season of the fiscal year the stock 
invoiced 3,000 pairs, and that the books 
show 12,000 pairs were sold in the 12 


‘ months, then the stock was turned over 


three times. That’s very easy; a man 
ought to make that sort of accounting 
every year, so he will know whether he 
is getting out of his business all that 
he should. 

“In the old days the storekeeper 
used to figure his turnover in dollars. 
That’s not the correct system in these 
days, when prices are soaring and no 
one knows what’s going to happen next. 
The futility of figuring in money can 
best be shown by pointing out that 
3,000 pairs in a season may have cost 
$15,000, while in the next the 3,000 
would cost $21,000. The man who 
spent $15,000 for shoes that satisfied all 
his demands in one season and then 
limited his buying to an outlay of the 
same amount for the next season despite 
an advance in price is certainly going 
to have empty shelves before the new 
season ends. The $15,000 in the face 
of price advances simply won’t buy as 
many pairs.” 


ODD SIZES 


Elimination Explained by 
O. K. Dorn 


The proprietor of a small store in the 
suburbs of Cleveland while the dis- 
cussion was in progress asked the best 
method for eliminating odd sizes. 

The question brought Mr. Dorn to 
his. feet instantly with this response: 

‘‘The best way to get rid of odd sizes 
is to get rid of them when the buying 
is cone. Or, to state it another way, 
don’t buy odd sizes. And to keep from 
buying odd sizes, one has to know what 
sizes he has in stock, and what sizes he 
has sold in the season just ended. 

“The odd sizes prevent stock turn- 
over, or at least reduces it. The man who 
is not turning his stock over these days 
as fast as the average merchant is not 
getting out of his business what he 
should.” 


OTHER SPEAKERS 


Prices and Replacement Values Are 
Discussed 


Mr. Clarke said that he forgot about 
the money end long ago when he figures 
his turnover. He does it in pairs, 
although he has a regard for the capital 
he has available. Mr. Clarke expressed 
his conviction that the crisis in prices 
has been reached and that when he is 
asked $10.50 for a pair of shoes, he is 


Their 
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paying about all that he can, in view 
of the ability of the consumer to pay. 

Ed Neal of Warren sounded a warn- 
ing to all shoe merchants when he 
declared that too many were not getting 
replacement values for the shoes that 
they sell over the counter 

“The shoe that is sold for $5 cannot 
be replaced for that amount of money 
and the retail merchant, unless he 
watches both ends closely, is going to 
find his stock reduced gradually,” said 
Neal. 


THE LEATHER MARKET 


Figures on Exports and Imports of 
Calfskins 


In the discussion of the leather 
market, papers were read by Mr. Petot 
and Mr. Bowers; addresses were made by 
several. It was brought out that the 
past week was characterized by heavy 
buying. 

What was regarded as a particularly 
illuminating development in the search 
for the cause for high prices came in 
the reading of figures on exports and 
imports of calfskins for the years 
indicated by Mr. Petot: 

1918, imports 95,500,000 pounds and 
exports 9,000,000 pounds; 1914, im- 
ports 81,000,000 pounds and exports 
9,000,000 pounds; 1915, exports 7,000,- 
000 pounds and imports 45,000,000 
pounds; 1916, imports 64,000,000 
pounds and exports 20,000,000 pounds; 
1917, imports 46,000,000 pounds and 
exports 19,000,000 pounds; 1918, im- 
ports 13,000,000 pounds and exports 
15,000,000 pounds, while in the fiscal 
year for 1919 the figures show imports 
amounting to but 9,000,000 pounds 
and exports of 31,000,000 pounds. 


ED NEAL PRESENT 


Advises Merchant’s Close Attention 
to His Interests 


Ed Neal of Warren attended the last 
meeting of the Northern Ohio Shoe 
and Leather Club, and received a warm 
reception. He knew practically every 
member present, called him by his first 
name and it seemed surprising that he 
should be so well acquainted in Cleve- 
land. 

Neal when asked about it replied 
that he had traveled for sixteen years 
and only within the last year and a 
half has he been in the retail game. He 
started in when shoes were selling for 
$2.25, $3 and $5 a pair. In those days 
he said the merchants sold too closely, 
that 70 per cent of all who started 
selling shoes failed, and far too many of 
the remainder just managed to exist. 
He insisted that the merchant must 
look after his interests closely. 
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SHOES “> 
or Gvery Occasion 
SUPER STYLE and FITTING QUALITIES 


By original and distinctive features of construction in our shank 
we secure unsurpassed style and fitting quality. 

Nothing has done more to,’get fitting quality in shoe making during the 
past ten years. This innovation from regular methods of manufacture, 
coupled with “Arnold” workmanship, has made “GLOVE GRIP” shoes in- 
ternationally famous. ; Your’store} will be a better 
store by selling them. i a 
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SXCELSIOR ©. 


f\ 
IN STOCK SERVICE: AGN 
24 HOURS 
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STOCK SHOE DEPARTMENT - , 
All Orders for SHOES IN STOCK Shipped WITHIN 24 HOURS After They are Received 


This Is an Opportunity That Should 
Appeal to Every Retailer Today. 


TWENTY-FIVE STYLES OF BOYS.=? GENTS SHOES IN STOCK 


IN TANS AND BLACKS-GOODYEAR WELTS AND M-KAYS 
WATCH THE PACES TUAM 



































FINE GOODYEAR ||| THE EXCELSIOR SHOE co. IN STOCK’ CATALOGUE HIGH GRADE 
WELT DRESS SHOES a McKAY WELTS 
WE HAVEA STANDING MAKERS OF THE 
REPUTATION FOR THE || ORIGINAL BOY SCOUT 
WEARING QUALITIES | SHOE. NOTE THE S0OUT 
OF OUR SHOES COIN ON EACH PAIR 
THE FINEST VALUES Metal Bal, Mckay Wale. Bal- Goodyear Welt OUR STYLES AND 

Pisa ae LASTS ARE THE LATEST 








A PAGE FROM OUR NEW STOCK SHOE CATALOGUE 
NOW GOING OUT 


LOOK AT OUR STOCK SHOE CATALOGUE TODAY. If you do not have one 


write and we will send it by return mail- size your stock and send your order today. 


The Excelsior Shoe Co. 
Portsmouth, Ohio. ; 
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~TRUFIT 
SPATS 


Trufit Spats are quick-selling mer- 
chandise. 

Owing to the extreme snugness of 
fit—the excellence of material and 
workmanship, they are in demand 
wherever seen. 

Made in felt and cloth in all 
standard colors and heights. 





You get shipment at once. Write 
us for samples and prices. 


Laing, Harrar & 
Chamberlin 


Sole Manufacturers 
43 North 3d St., 
Phila. 
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“*The Welt Stitchdown 
that has made good.’’ 


Sistas STRENGTH and STYLE 

















**Youngster’’ Oxfords 
for 1920 


Boys and girls like 
these shoes for their 
style. Their wearing 
qualities and sensible 
lines appeal to pa- 


rents. 


Order a sample pair 
or a sample dozen— 
Today. 





TRUITT we., Inc. 


Binghamton New York 
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~ SPECIALLY DESIGNED FOR 
GIVING|PERFECT LOOKING 
SHOES IN THE WINDOWS 


as well as more sales in your store. 
It is the only Top-Tree that will 
absolutely conform with the lines 
ofashoe. It pulls upward and that 
is positively the only way to secure 
perfect lines and glass-smooth tops. 
Hundreds of shoe dealers all over 
the world use and endorse these 
high grade trees. No good store 
can afford to be without them, for 
they actually improve the shoe a 
100 per cent. Remember the In- 
visible Top-Tree is made of cold 
roll steel and costs you no more. 
Price $6.00 the doz. pair (24 trees). 
FREE SAMPLES. 











Sold by 
Jobbers or Direct 


Order by Numbers 
No. 4 for men’s only. 
No. 6 for closed form. 
No. 8 for open form 
or no form. 


JAMES N. 
MAYHEW 
co. 


Department F SS) 
MINNEAPOLIS S BY : 
MINN. NUMBERS A 

U. S. A. 














Subscribe to 


AMERICAN 
SHOEMAKING 


CONSOLIDATED WITH 


SUPERINTENDENT 
AND FOREMAN 


America’s two leading factory publications 
published as one superior journal, containing 
technical information of vital importance to 
the shoe factories of the world. Subscription 
price $2.00 per year, including a copy of the 
Shoe Factory Buyers’ Guide. 


SHOE TRADES PUBLISHING CO. 


683 Atlantic Ave. 
Boston, Mass. 
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==) BOARDMAN: 
” SHOE COMPANY 


OFFERING 


THE SEASON’S BEST STYLES 
AT SAVING. PRICES 


IN-STOCK NOW 
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493—Patent Lace, Mouse Kid Top’ 
Lea. Louis Heel, Welt, A-D..... $7. 


433—Patent Lace, | pong | En Top, 
Lea. Louis Heel, McKay, A-D. .$7.00 


411—Hav. Brown Kid ‘a Mouse 
Kid Top, Lea. Louis Heel, A-D. $8.00 


407—Patent 9” Lace, Gray Buck Top, 

A-D $6.50 

427—Black Kid 9” Lace, Gray Buck 
$6.50 

| re gy Brown 9” Lace, Brown 

-D $7.00 


Buck Top, A 
Above styles with Military Heels also. 


491—Gray Kid, 9” Lace, Lea. Louis 
Heel, Welt, A-D $8.00 


492—Same Style with Military Heel, 
Welt, A-D $8.00 


202—Battleship Gray, 9’ Lace, Lea- 
Louis Heel, McKay, B-D $4.50 








—— 477—Hav. Brown Kid Lace, White Style 491 
Style 493 ee Welting, Cuban Heel, A-D $7.00 


473—Mahogany Calf —_ White 
Welting, Cuban Heel, A-D..... $6.50 


409—Patent Lace, White Welting, 
Cuban Heel, D $6.50 


476—Dull Calf Lace, White Welting, 
Cuban Heel, A-D $5.50 


410—Hav. Brown Kid Lace, Mouse 
Kid Top, White Welting, A-D. .. $8.00 


461—Black Kid, 9” Lace, Lea. Louis 
Heel, Welt, A-D $7.50 


460—Same with Cuban Heel. 
> Kid, 844” Lace, Mil. Heel’ 
Wel $6.75 











pene Kid, 9”’ Lace, Lea. Louis 
Heel, McKay, A-D $6.75 


480—Same with Military Heel. .. $6.50 


467—Hav. Brown Kid, 9” Lace, Lea. 
Louis Heel, Welt, A-D $8.00 
466—Same with Cuban Heel, A-D 

Bi b&b: ee be m $7.50 











Send for cc mplete price(list_of 
high and low shoes 
in-stock —Siyle 61, 


The BOARDMAN SHOE CO. 


Atlantic Avenue 


BOSTON -- MASS. 


Style 477 
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ELITE 


Spats of Quality 




















When your customers ask for spats Style B 460 Black Kid Lace, Welt, Tip, 14-8 Heel, A, 3S ro 


sell them the ELITE way— Style B-201—Brown Kid Lace, McKay, Imt. Tip, 14-8 on 








assure them of after-sale service. 
Above in Stock Write for Catalog 


| 
BROOKLYN SLIPPER CO. | G. E. LIPPMAN SHOE CO. 
| 















































409-411 Osborn St. BROOKLYN, N. Y. 1627 Washington Ave. St. Louis, Mo. i 
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DONT SAY THE OLD WAY “IS GOOD ENOUGH 


And waste valuable time stuffing your shoe tops with paper, etc., which distorts their 
appearance when at a small cost you can make your display shoes look trim and 
graceful. “AJUSTO” BOOT TOP FORMS are quickly and easily adjusted—No 
springs to get out of order or screws to adjust. The slide does the trick—it expands 
the form and gives the shoe top a smooth, graceful appearance and holds it in perfect 
position. Try this simple, inexpensive way—The cost is small, but results are great, 


Order enough for your windows today. 


Price $3.00 the dozen, f. o. b. Pittsburg 
If your jobber cannot supply you, order direct 


U.S. SPECIALTY MFG. CO. 
Model No. 2 for A & B Widths DEPT. A, PITTSBURG, KANSAS 


Model No. 3 for C & D Widths (And Remember It’s Kansas) 
SUONUHOGONEONOUOOOSEOROOEDE DODUGUOEOOOOOESONOUOONEONOOEOOE 


The Foreign Trade Bureau of the Boot and Shoe Recorder 


For Advertisers 
207 South Street Boston, Mass. 


An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes : 
Detailed Information on Foreign Markets. Registration of Trade Marks in All Lands. 
Foreign Trade Opportunities. Financial Reports. 
Advice on Financing Foreign Accounts. Means and Methods for Forwarding Shipments. = 
Translations from or into any language. Expert Advice for Exporters. = 











Mediums for Advertising. 


CUOGERCOULUUSUCOOECOUROGONCUEOOOUECUOOSOORCOERCOOUSOGUCOOUCOSEOOGUOOGUSOGUROGECOOUCEOEOOONCCEOREGEOES 
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One stamp and one alone marks the Union 
Made shoe—the shoe demanded by the 
union man and his family—the shoe dis- 
tinguished by excellence of workmanship 
and fair working conditions—The Stamp 


of the Boot and Shoe Workers’ Union. 


To. retailers who desire increased business 
for 1920, the Union Stamp shoe is an 
essential asset. 


Write to us today and we will send you a 
complete list of manufacturers producing 
Union Stamp footwear. 


Boot and Shoe 
Workers’ Union 


Affiliated with the 
American Federation of Labor 


246 Summer St., Boston, Mass. 


COLLIS LOVELY - General President 
CHAS. L. BAINE - General Sec’y-Treasurer 
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“TRUFORM” 


VAMP MOULDING 
MACHINE 











Patents Pending 











Cut Down 
Your 
Factory Damaged 


Shoes! 
The “TRUFORM” Vamp Moulding 


Machine not only insures straight 
throats but eliminates all strain on blucher 
lugs. 

The “TRUFORM” makes lasting a simple 
operation. It is not necessary to PULL the 


upper down to the last at the throat; it is 
MOULDED. 


The “TRUFORM” moulds the vamp to the 
true shape of the last in the throat without 
disturbing the vamp in any other place. It 
insures absolute uniformity in lasting. 





Manufactured by 


Conaway-Wadsworth Pattern Co. 


(INCORPORATED) 


MILWAUKEE, :: WISCONSIN 
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The most widely circulated book ever 





printed for the shoe trade is the 


Shoe and Leather 


Lexicon 


(Copyrighted and All Rights Reserved) 
















Now in its FOURTH edition, enlarged 
and revised, and printed from new type. 
Three big editions went rapidly, and it is 
still selling fast, for it is a book that 
every seller of shoes will value for refer- 












ence or extended study. It is a recog- 
nized authority in the trade, because of 
its dependable accuracy. It is compact, 


concise, pocket size, not a word wasted. 













Every member of every sales force 






ought to have a copy. 











50 cents a copy 
3 copies $1.25 







Send check (or stamps) with order to 
Book Dept., “Boot and Shoe Recorder,” 
207 South Street, Boston. 

















Knowledge Is Power 


Your new salespeople need to 
know the terms of the trade. 








Shoe Store Library Dept. 
Boot and Shoe Recorder 


Boston, Mass. 
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MISSES’ AND CHILDREN’S 4 

A. SCHOOL SHOES , 

wi‘ OS BUILT FOR SERVICE 
ma Style 73—Chocolate Elk Blucher—Unlined—Goodyear Welt | 


Infants’, 6-8, Widths, C-E 
PY “Se Child’s, 8-11, Widths, C-E 
é "6S Misses’, 11-2, Widths, C-D 

7 LISTED IN CATALOG NO. 15 


. EVANS SON cO., Boston =, 110 Summer St. WAKEFIELD, MASS. 











r 


IN CHICAGO 


IT’S THE 


‘Morrison Fotel 


a sg in the heart of 
the loop—close to the 
wholesale and retail centers. 


More than 1,000 rooms, 
with bath, circulating ice 
water, and the most modern 
comforts. There are large, 
well-lighted, dustlesssample 
rooms. 


Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 
and Africa? 





Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
another. This allows the piracy of valuable 
trade-marks in such countries. 

: It is the Home of the 


r TERRACE GARDEN 
B Chicago’s Wonder Restaurant 


‘Morrison Hotel 


Madison and Clark Streets 
CHICAGO 


Personal Management Harry C. Moir 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States. 





Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 
St., Boston, Mass. 











PETTITT 


F 





N. S. R. A. Convention, Boston, 1920 


Dollars Saved 


are the easiest dollars made. Fire insurance is a small item in 
business at best, but it has the biggest effect on a business man’s 
present and future welfare. With this strong fire insurance com- 
pany back of you, you are in a position to make the most of your 
opportunities. We can save you at least 25 per cent on your insur- 
ance costs. Look into this! 


Fitchburg Mutual Fire Insurance Company 
FITCHBURG, MASS. 


The City of 141 diversified industries 
99% of which are locally owned 





There’s Money for you 
in this new lace 


Nufashond quality—the best that can be 
made. And the margin of profit is surpris- 
ingly liberal. 





Ti 4 





Ask your jobber 
Or write us for samples 


The Narrow Fabrice Co. - Reading, Pa. 
Makers of the famous Nufashond Fabrice Tip Shoe Laces 





HL UM a. et ng 


eaten 
PEE 


Rp of LACE 
OISETTE rE SH 








BOOT AND SHOE RECORDER : Oct. 18, 1919 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth ITIONS WANTED—Three cents per word for each insertion. 
age r issue: Pp Minimum amount accepted, sixty cents. For other “Want” ad- 
page pe ° vertisements, five cents per w for insertion. Mi 
i Ttimes 13times 26times 52 times accepted One Dollar. Ads under this 


$3.00 $2.75 - $2.50 $2.00 
6.00 525 4.75 4.00 
9.00 7.75 7.00 6.00 pi LF BN 
12.00 10.00 9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED FOR SALE WANTED TO PURCHASE 








ALESMEN—To sell retail reinforced boots and FoORS SALE—Boot and shoe stock about $6,000, 
shoes to the trade; ened tenestory cote: _— ay Fo eee. aes Same ee Hi h t C h P e P id 
ission. American Metal Shoe Co., Dept. 24, ‘ reason ress care Boot an oe Re- 
ioe corder, 207 § South St. , Boston, Mass. Ig es as rices al 
ESTERN POSITIONS open for shoe salesmen, ‘OR SALE—The only exclusive shoe store in for entire shoe stocks. We also buy 
managers or buyers. Attractive salaries. $40,000 <) 7,000 oe ee, ah ee your surplus or slow sellers. Quan- 
Write Business Men’s Clearing House, Denver, raga usiness. voaa her teat 2 at inet tities no object. Retail or wholesale 
Cc i a sty an reduce to about $7,000 by last of year. Must 6 
have guarantee of sale by Nov. 1 if stock is to be Short term leases taken off your 
reduced. Address B498, care Boot and Shoe hands. 


ANTE D— Experienced soleumen for medium 
WwW priced line of men’s shoes, for South, Middle Recorder, 207 South St., Boston, Mass. Wire or Phone us 


West or East. State experience, references, etc. ‘ 
Address B497, care Boot and Shoe Recorder, 207 Correspondence Confidential 
stablished 1890 


South St., Boston, Mass. 
GAL .ESMAN—Wanted to handle quhusive line of Ww TED TO PUR E GI A UBERG & co 
women’s shoes in Baltimore, Washington and - 
edjece aut tesstbeny,, Soy FRRades pale hones. t+ 387 Broadway, New York, N. Y. 
with references, 06, care Boot and Shoe Re- 
corder, 929 Chestnut Street, Philadelphia, Pa. Phone Canal 4119 
ANTED—Live-wire salesmen to sell “‘Ajusto” We also purchase clothing, 
Boot Top Forms on commission basis.» Carry hats, furnishing goods, etc. 
sample in your pocket. Big demand. Every shoe 
dealer and jobber wants them. U. S. Specialty 
Mfg. Co., Pittsburg, Kansas. 
HOE SALESMAN calling on retail trade to Wanted at Once 


carry high-grade spats as a side line. Give 
territory covered. Address B499, care Boot and 
. for Department Store 


Shoe Recorder, 127 Duane St., New York, N. Y. 
gb —_ — nie to - men’s We _ for Cash for Cash 
igh-grade work and dress shoes. ‘Territory U : ’ be 
open in Central States. Reply to Box 415, Marion, Manufecturers’, Jobbers’ and Manufacturers’, Retailers’, or Sur 
Indiana. Rotaliers’ Surpius Stocks, Jebs, plus Stocks of 
INE of men’s dress welts, 10 samples. Shoes all NO QUANTITY TOO LARGE ~ H O E ~ 
carried in stock ae immediate delivery. Choice We also purchase entire stocks 
territories open. Six per cent commission, no rom ctur- ® 
money advanced. Only men who have made good - —. . of No Quantity Too Large. Short 
nee d apply and send full particulars in first letter. what you have for sale. Leases Taken 


Sam ples now ready. J. Ralph Baker Company, Ghert Term Leases Taken GLOBE MDSE co 
e se 


Brid gewater, Mass. We pay Highest Cash Value 


ANTED—A real live salesman for New York Indianapolis, Ind. 
City to sell a high-grade line of ladies’ shoes VAN PRAAG & co. 
on! is be known TY! —_ rapidly i Yost. Shoe Dept., Martin Posner, Manager 
nd references wi rst letter. ress B43 7 B » . N. Y. i: ‘urchased 
care Boot and Shoe Recorder, 207 South St., = da et sab ant) Gaaiae * an See P 
Boston, Mass. 


ALESMAN WANTED—High class salesman = 08 
AXE be = i baseman yuesenr 


iy orders. Cotero Cushion Mfg. Co., Scranton, We Will Buy Your oe Pic rngsimcabeaipn- 


e over. Established 25 years. 
HELP WANTED Small Sizes ee Rn ye 


ANTED—Expert window trimmer. Send 7 " 
W reference, state experience and salary expected BEY ERY shoe store accumulates 
more or less small sizes. 


iin first letter. Address Guarantee Shoe Co., 
\Birmingham, Ala. 444m 

We buy and pay spot cash for 
small sizes, broken lots, discon- 


LINE WANTED tinued numbers, odds and ends, easeuesan ape semmeneen 

etc., of all classes of footwear AN Proprietor 
AN — comm - sid } = Broadway, 

WwW es od has —— a ‘Pacific "Coast whether old fashioned oy to Phone, Stagg 1757 

ey ly a ER Pecetiecdger . 

gen raveling . : 

SEC cater apt iecearin | | OY Oe 700 howe WANTS Foe SsPOet 

South St., Boston, M ass. e Slow Sellers 

LIVE.WIRE jobber Hew carries a Hine of ladies’ The London Exporting Co. YOUR Surplus Stocks 

turns x ts rot MeKays. he Shoots, 315-317 Church Street ” 43 FOR CASH 

136 W. Broadway, New York, N. Y. NEW YORK NEW YORK EXPORT 

PURCHASING CORPORATION 


ANTED—A line of women’s novelty shoes for 
W ohio. tere James W. Faris, 415 W. Phone Canal 861 515-517 Broadway, New York City, N. Y. 


Fifth Ave., Col » Ohio. 





Racine, Wis. 
























































We bu ick and pay highest cash price 
foe roll and. wliolesle stocks of chow or 
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Cincinnati Notes 


A RUSHING BUSINESS 


Colder Weather—Heavy Buying— 
Brogues Are Popular 


B® A general break in the weather during 
the past week has been greeted gladly 
by the local retail merchants, for the 
mild season held on for such a long 
time that they were beginning to get 
restless and naturally were beginning 
to feel the bad effects in their volume of 
sales. Prior to this coming of colder 
weather, there were many among the 
local merchants who experienced some 
very quiet business days right at the 
time of the year when everybody should 
have been eagerly buying Winter foot- 
wear. However the nature of the busi- 
ness during the past week has been 
somewhat of an about-face. Every 
store has been rushed to its full capacity. 

Very little trading has been done in 
heavy footwear. Both men and women 
are buying shoes with the heavy soles. 
Men are buying the heavy brogues in a 
surprisingly large volume, and _ in 
women’s lines the tan walking boot 
with low heel is going well. 


" MANUFACTURING CIRCLES 


Orders Indicate Big Spring and 
Summer Trade 


The local manufacturers say that 
they are being flooded with orders which 
indicate an almost unlooked-for volume 
of business for next Spring and Sum- 
mer. They say too that from the nature 
of their orders the retail merchant is 
buying with a reasonable amount of 
confidence in the future trend of the 
leather market, feeling that their chief 
concern is to get their stock on their 
shelves at the proper time and not to 
be left out in the cold with regard to 
deliveries. As a result of this there is a 
tendency among the buyers to place 
their orders with a greater number of 
houses, which results in more moderate 
buying with each individual house. 
The local manufacturers therefore say 
that their enormous business is not 
made up of large orders in size and 
small in numbers. Business is more 
evenly distributed than ever. 


FACTORY EXPANSION 


Wise, Shaw & Feder Co. to Add 
20,000 Square Feet 


Work on the new factory space for the 
Wise, Shaw & Feder Co. began last 
week. This space is to enlarge their 
present factory space by 20,000 square 
feet. It is immediately adjoining their 
present factory. 
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THE LEATHER MARKET 
(Concluded from page 119) 
as it was at the beginning of last season. 
Shoe manufacturers seem to be still 
waiting for lower prices before buying 
extensively. Manufacturers are also 
waiting to get a further line on the 
general volume of shoe orders from 
. salesmen now on the road. 

It is safe to state that there will be an 
active and steady call for higher grade 
leathers. The best selections of calf and 
kid will undoubtedly be taken up stead- 
ily and at prices pretty nearly approx- 
imating those of last Spring. Colored 
calf is fairly well sold up with prices 
ranging from $1.25 to $1.40 per foot, 
with black calfskins about 5c per foot 
less. There are some accumulations of 
low grade material which are dragging 
to some extent. Glazed kid is in about 
the same situation and there is virtually 
no change in prices for the best selec- 
tions, colors running up to $1.60 or 
more per foot according to tannage and 
selection. There has been a renewed 
interest of late in the buying of 
kid with the best selections receiving 
the most attention. The average range 
is from $1 to $1.50 per foot and the 
tendency is higher. 


Side Leather Very Popular 


Side leather is in especially good call 
and the market on colored side leather 
ranges from 80c to 95c per foot. Black 
side leather, while less popular, is selling 
readily with prices ranging from 60c to 
85c according to quality. The un- 
precedented demand for side leather 
of all descriptions will undoubtedly 
continue and at high prices through the 
coming season. Side leather of all 
descriptions is figuring strongly in the 
export business. 





“FISHER” 
by og gist 


Pat. on 


HEEL and 
COUNTER 


SUPPORT 
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Without 













Prevents the Counters of yaar ont 
Shoes from Run Over. Easily 7 AR 
plied. No Repair partment sho 
be’ without them. 


The New Improved 
“E, W.” 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two Pw & -— 
; ae shoe. 

Frime! 


13 to mene 12. 
oad can stretched either 





waren he bases or of = 
ive height or 
$2.00 each 


F. W. WHITCHER CO. 











Chicago 
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WANTED TO PURCHASE 











CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 

over. We send a representative to 
investigate and make offer upon request. 


Max Kalter Mercantile Co. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 











MISCELLANEOUS 








Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


‘“*Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 
nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 


bles you to cut the 
tacks close to the in- 


“MANCHESTER” 
curved jaw when order- 


MAH DL THM 


Write us direct if 
your dealer cannot sup- 
ply you. 


, \ Price, $4.50 
Frank W. Whitcher Co. 


Patentees and Manufacturers 
Chi Branch 
Boston, Mass. 323-325 W. Lake St. 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
- and ry , 


Write for our latest ca 
showing 18 styles of et 
as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2410 No. 10th St. 
ST. LOUIS, MO. 


Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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shoe merchants. SS 7a 
which d the progr of entire allied industries rela 
Annual Gubscsiption in United States, $3.50; per copy, 25 cents. Enno le. $5.00. Foreign, $7.50 





Newspaper Ass'n. Member af Audit Bureau of Circulations 





Member of the Associated Business Papers, Inc. Member of the Root 

Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. Entered at the Post Office, Boston, Mass., as second efass matter 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 

Cable Address BOOTRECO. 






















Published Weekly in the interest of the shoe 


INDEX TO “WHERE TO BUY’? BOOT AND SHOE KECORDEM PUB. CO” 


(Incorporated under Massachusetts Laws) ’ 
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